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SERVICING AT CHICAGO 


High on the list of subjects to 
be discussed at the Chicago 
Convention is servicing — all 
angles of many phases. Right, 
above, some of those who will 
take part in the program or 
are organizing it: B. B. Bass, 
Oklahoma City, program con- 
ductor, Tuesday morning; W. 
Braxton Ross, Denver, who pre- 
sides Wednesday afternoon; 
Everett Livesey, New York, 
panel member; below, Lemuel 
J. Holt, Philadelphia, chair- 
man, mortgage servicing com- 
mittee; L. Douglas Meredith, 
Montpelier, Vt. and A. H. 
Cadwallader, Jr., San Antonio, 
speakers. 
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THIS NEW THREE-BEDROOM SARATOGA BY NATIONAL HOMES 


witt create MANY NEW INVESTMENT OPPORTUNITIES 
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Here is the right product at the right price to appeal to thousands of 
home-seekers. Nationally advertised in leading magazines and 
newspapers to sell for less than $10,000.* Like all National Homes, 

it represents many sound investment opportunities for forward-looking 


financial institutions. 


* This house is built complete and ready for 
occupancy on an insulated concrete floor. Cost 
of lot is not included. Wood floors, with or 
without basement, may be had at slight addi- 
tional cost. Will be shown at dealers’ open 
houses in many cities during National Home 
Week, September 14-21. 
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have been advanced as to whether 
such a facility would be worth- 
while or not, some believing that Volume 12 SEPTEMBER, 1952 Number 12 
much would be accomplished and 
others being definitely opposed. 
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NOTEBOOK with Notes About 
People, Events and Opinions 








OR the next months just 
about every action taken and every 
with at least 
consideration, and 
extent for the 


It’s election year 


two 


decision made will be 
some 
that’s 
mortgage industry. 
and that is supposed to mean some 
uncertainty. The intensity of the fight 
for the nominations indicates that the 
campaign itself will be just as hotly 
contested and the preliminary skir- 


mishes certainly point that way. 


political 


true to some 


The platforms of course aren’t too 
specific as they relate to matters of 
direct concern to the mortgage in- 
dustry. 

Che Republican platform has little 
to say of direct interest to the mort- 
gage lenders and investors but it does 
mention rent control and slum clear- 
said that “We will oppose 
federal rent control except in those 
areas where the expansion of defense 
production has been accompanied by 
With local 
cooperation we shall aid slum clear- 


ance It 


critical housing shortages 


” 
ance 


[he Democratic platform was more 
On veterans housing it de- 
clared “we pledge ourselves to pro- 
vide special housing aids to veterans 
and their families.” On rent control, 
the platform writers said “we strongly 
federal rent control 
areas and in the 
other localities still suffering 
from a substantial shortage of ade- 
quate housing at reasonable prices.” 


And on the 


plank pledged “fulfillment of the pro- 
grams of private housing, public low- 


specific. 


urge continued 


in critical defense 


many 


housing in general 


rent housing, slum clearance, urban 
redevelopment, farm housing and 
housing research as authorized by the 
housing act of 1949. 

“We deplore the efforts of special 


interest groups, which themselves 
have prospered through government 
guarantees of housing mortgages, to 
destroy those programs adopted to as- 


sist families of low incomes.” 


>> STEVENSON’S VIEW: Gov. 
Stevenson’s views on matters of con- 
cern to our industry are pretty close 
to the platform’s principles—at least 
as far as he has enunciated them. 
He has gone on record as saying that 
“it should be our purpose to encour- 
age the contribution of what is called 
private or free enterprise in the solu- 
tion of the housing problem. 

“It should be no less our purpose 
to encourage the solution of this stub- 
born social and economic ill by the 
use of public authority and assistance 
in those areas where private enter- 
prise cannot or will not reach.” 

This is mid-August and the political 
barrage hasn’t gotten underway; but 
when it can be sure that 
the question of housing will be a 
favorite topic for the campaigners. 
As for public housing, probably we 
can expect more definite expressions 


does, we 


of opinion from the two major politi- 
cal parties than we’ve ever had before. 
Probably they will be forced to do 
so as the campaign develops steam. 


MortgageMen Prominent 
in President Campaign 


THe Mortcace Banker probably 
is the last publication in the country 
where a reader might expect to en- 
counter a political opinion and we 
won't start the practice now. There 
are, however, some sidelights about 
the presidential campaign of particu- 
lar interest to MBA members and 
others in the mortgage industry—but 
they are mostly concentrated on the 
Republican side. Aksel Nielsen, presi- 
dent of The Title Guaranty Com- 
pany of Denver and MBA president 
in 1948-49 is one of Gen. Eisenhower’s 
close friends and, since the nomina- 
tion, has himself been the center of 
considerable public attention. Their 
friendship goes back many years be- 
cause of the General’s close associa- 
tion with Denver, home of Mrs. 
Eisenhower. Past President Nielsen 
has often entertained Gen. Eisenhower 
in Denver and at his ranch near 
Fraser, Col., and as recently as 





After catchin; 
to MBA Past 
just what he did and here’s evidence, held aloft by the General and Nielsen. Actually, 
they caught more fish than are shown here but there are no available statistics on size. 


2 THE MORTGAGE BANKER + September 1952 


up with the Republican nomination, Nominee Eisenhower hied away 
sident Aksel Nielsen’s Fraser, 


., ranch to catch some fish. That’s 





More home for your money 


IN THE $7,000 TO $12,000 PRICE RANGE 














THE GUNNISON HOME is & known product, free of 
doubt and guesswork. That’s important to you as an 
investor. It means you can be sure of your invest- 
sure of high-quality materials and sound 
. and sure of a satisfied mortgagor. 


ment... 
construction . . 

Much like today’s fine automobile, the Gunnison 
Home is a product of modern factory engineering. 
It’s tested and proved before it’s put on the market, 
and not after the owner has moved in. It’s completely 
engineered before it reaches the building site, and 
not put together on a piecemeal basis by old-fashioned 
methods that waste time and allow so much room for 
error. 

This thorough planning, testing and advance en- 
gineering means every Gunnison Home is right. It’s 
a known product . . . and a better product at a lower 
price. 


And the Gunnison Home enhances any neighbor- 


Gunnison’s newest model, the 
“L-shaped Catalina. 1152 
square feet of living area. 


hood. It’s a good-looking, completely modern ranch 
house. It’s practical and easy to maintain . . . the 
kind of home to which more and more people are 
turning for comfortable, economical living. 

The Gunnison Homes Dealer in your area is listed 
in the Yellow Section of your phone book. You may 
wish to contact him in regard to the many mortgage 
opportunities that are available through him. 


GUNNISON HOMES, INC., New Albany, Indiana 







(Gunnison Homes 


**A lot of home—for a little money.” 


UNITED Br os Be S TE EL corporation 
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marks of Gunnison Homes, Inc. 
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August, 1948, had his father, the 
General, MBA Secretary George H. 
Patterson and Palmer Hoyt, publisher 
of the Denver Post, at the ranch. 
After the nomination in 
Chicago he was swamped with invi- 
tations from just about everywhere to 


General’s 


come to this place and that for a 
rest since obviously a real rest was 
what he needed most. He accepted 
Nielsen’s invitation and back they 
went to Fraser. It was a week of “do- 
ing nothing in a big way,” as the 
General phrased it, but there was 
more to it than that. At the cabin 
the General had an opportunity to 
indulge in two of his hobbies—cook- 
ing and painting. Flap jacks is a spe- 
cialty of the former and as for the 
latter, a large painting of Nielsen was 
a principal product of the week at 
Fraser. 

>> ANOTHER MBA PRESIDENT: 
Nielsen isn’t the only one well known 
in MBA and the mortgage industry 
who’s now playing a big part in the 
Eisenhower campaign. Another is W. 
Walter Williams, president of Con- 
tinental, Inc. of Seattle and president 
of MBA back in 1933-34 and an 
tive member and booster for the As- 


ac- 


sociation since then. He was an early 
Eisenhower supporter and long before 
the General returned from Europe 
was in New York heading the Citizens 
for Eisenhower movement. He’s visited 
Denver since the nomination and will 
be right in the thick of the campaign 
until election. 


Mortgage Industry Well 
Known to Sen. Sparkman 


On the Democratic side probably 
the personality of most interest at the 
moment is the nominee for vice presi- 
dent, Sen. John Sparkman who is 
better known to the mortgage indus- 
try than just about any member of 
Congress. Last year he addressed our 
San Francisco Convention and be- 
fore that our Detroit meeting and one 
York Clinics. In recent 
years, because of MBA representation 
at Senate Banking Currency 
committee hearings, Sen. Sparkman 
and many of our officers were on a 
first-name While the industry 


of our New 


and 


basis. 


4 


hasn’t always been in agreement with 
some of the ideas advanced by Sen. 
Sparkman in our field, there were 
others where there was full agree- 
ment. In any event, all mortgage men 
who have heard Sen. Sparkman speak 
were impressed with his wide knowl- 
edge of housing financing and the 
care with which he assembled all the 
facts about any given subject. 


G.l.s Get Break in New 
Law on Capital Gains 


Not widely noticed at the time be- 
cause of the rush of events at the ad- 
journment of congress and the com- 
ing political activity was the action 
of congress in passing the Simpson 
bill which enables service men to ig- 
nore their military service in taking 
advantage of the capital gains feature 
of the last tax measure. The law 
provides that when the sale of a tax- 
payer’s principal residence is followed 
within a year by the purchase of a 
substitute, or when the substitute is 
purchased within a year prior to the 
sale of his home, capital gain for tax 
purposes is to be recognized only to 
the extent that the selling price of the 
old residence exceeds the cost of the 
new. In the case of construction of 
a new house, it must be occupied 


The new legislation provides that 
such one-year or 18-month period 
shall be extended to include the pe- 
riod during which the taxpayer serves 
on active duty in the Armed Forces 
after the date of sale of the old resi- 
dence and before Jan. 1, 1954. The 
period, however, cannot be extended 
beyond the date which falls four years 
after the date of sale of the old home. 

This extension covers not only the 
Armed forces services of the taxpayer, 
but if the taxpayer and his wife use 
both the old and the new homes as 
their principal residence, then the ex- 
tension applies in like manner to the 
time the taxpayer’s spouse is on 
extended active duty with the Armed 
Forces. 


Farm Part of Nation Is 
Better Off Than Ever 


The financial statement of Rural 
America today looks like that of the 
entire country not too many years 
ago, and the figures are getting bigger 
and bigger every year. But they’re 
not all they seem to be because a part 
of those ballooning totals represents 
inflation. Total assets of American 
agriculture, including financial assets 
owned by farmers, are now at a rec- 
ord of $169 billion. 
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Still just about as low as the last man on the totem pole is the foreclosure line on the 
nation’s economic chart. The 4,373 foreclosures on nonfarm properties during the first 
quarter of 1952 were approximately equal to those during the preceding three months, 
but were 8 per cent under the total for the first quarter of 1951. This represents a 
continuation in the reversal from gradual rises in foreclosures which occurred between 
the close of World War II and the outbreak of hostilities in Korea. Delinquencies—with 
the possibility that foreclosures may result—continue to worry some lenders. So far 
foreclosures aren’t much of a problem but delinquencies should receive lenders’ most 


careiul attention. 
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MINNESOTA 
UTAH 

OHIO 
FLORIDA 
GEORGIA 
MISSOURI 
TENNESSEE 
KENTUCKY 
MONTANA 
WYOMING 
NEBRASKA 
MISSISSIPPI 


WEST VIRGINIA 
SOUTH CAROLINA 


KANSAS 


SOUTH DAKOTA 


LOUISIANA 





HAVE YOU A MORTGAGE QUOTA? 


Your mortgage quota may be a definite commitment to you or 
a general quota set by your principal limiting the purchase of mort- 
gages. Whether your quota is direct or indirect it is set by the 
attractiveness of the available mortgages as compared with other 


outlets. 


Bonds of many of the largest and strongest American corpora- 
tions are being offered at yields that compare favorably with present 
mortgage yields. Only the most attractive mortgages can be expected 


to compete. 


An insured title makes any mortgage more attractive to any 
lender. If you require your borrowers to furnish title insurance you 
can get it. Today more than ever it's good business to require that 


titles be insured! 


Title Insurance Company of Minnesota is prepared to take 
care of the title insurance needs of mortgage bankers gener- 
ally in the states listed. Policies are issued through branch 
offices, agents, or direct from the home office. The service 
is planned by mortgage bankers for mortgage bankers. 


Capital, Surplus and Reserves 


in excess of $2,500,000 


TITLE INSURANCE COMPANY OF MINNESOTA 


125 SOUTH FIFTH STREET Lincoln 8733 
MINNEAPOLIS 2, MINNESOTA 
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the $154,341,000,000 for the like date 
of 1951. 

The assets included a total national 
farm real worth of $94,586,- 
000,000, about 9 per cent above the 
1951 value, and livestock holdings of 
$19,600,000,000, an increase of 14 per 
cent. 


estate 


Besides these assets, which accounted 
for over two-thirds of the total, the 
recent Federal Reserve report listed 
$15,308,000,000 for machinery 
motor vehicles, a 12 per cent increase; 


and 


crops stored on the farms and with 
the Commodity Credit Corporation 
as security for Federal loans, $8,884,- 
000,000, a 13 per cent increase; and 
household furnishings and equipment, 
$7,668,000,000, a 7 per cent increase. 


>> LIQUID ASSETS: Financial as- 
sets included deposits and currency 
worth $15,200,000,000, a 6 per cent 
increase; savings bonds, $5,300,000,- 
000. 
1951; and investments in cooperatives, 
$2,418,000,000, a 9 per cent increase. 


about the same as January 1, 


Agriculture’s liabilities also are up. 
Real estate debt was $6,300,000,000, 
an 8 per cent increase over the like 
date of 1951. All other debts totaled 
$7,849,000,000, making a grand total 
of $14,149,000,000, an increase over 
the year of 10 per cent. 

When the liabilities are subtracted 
from the total assets net equities were 
$154,815,000,000, a 9 per cent in- 
crease over the $141,535,000,000 Jan- 
uary 1, 1951. 


Some of the increased value of farm 
assets resulted from larger physical 
inventories, but was mainly due to in- 
flation. 
the physical assets of agriculture in- 
about 10 per cent during 
1951, but when price increases were 
omitted the value was only up about 
2 to 3 per cent. 


For example, the value of 


creased 


Despite an increase in financial as- 
sets of about 4 per cent during 1951, 
the prices of commodities that farm- 
ers buy increased relatively more so 
that “these assets owned by farmers 
January 1, 1952, had slightly less 
purchasing power—about | per cent 

than the smaller amount owned a 
year earlier.” 


Hotels Not as Busy as 
They Were in the Past 


While the hotel business over the 
country would appear—from the 
lobby view anyway—to be about as 
good as it ever was, actually there 
has been a decided drop in recent 
and 1951 showed a continua- 
tion of that trend. Room rentals 
and profits declined again, say Hor- 
wath & Horwath, the specialists in 
hotel accounting. 

A study of 100 hotels strategically 
located throughout the country showed 
that the average net return on fair 
value of the property declined to 
9.26 per cent in 1951 from 5.66 per 
cent in 1950. The 1951 figure was 
exactly the same as for 1949. 

Meanwhile, the average occupancy 
of rooms declined to 79 per cent for 
1951 from 81 per cent in 1950. And 
the figure for December, 1951, was 
to 65 lowest in 10 


years 


down per cent, 
years. 

The 100 hotels covered in the sur- 
vey had sales of $210 million in 1951, 
about 10 per cent of the total hotel 
business in the United States. 


Canadians Succeeded 
Where We Failed 


When vacationists going to Canada 
this summer found their dollar at a 
substantial discount, they began to 
take notice of just what was going 
on in our neighbor country to the 
north. Smart investors had seen what 
was going on some time ago and 
American money by the millions has 
been going into Canadian securities. 
The contrast between the Canadian 
and American economies at the pres- 
ent time is striking. 

Canada curbed inflation by a pay- 
as-you-go policy which met a 50 per 
cent rise in government costs through 
the device of increased taxes on 
spending in the form of sales and 
excise taxes; by credit restrictions, 
and by raising interest rates to bring 
the flow of spending into better align- 
ment with the stream of goods and 
services. 

While the productive capacity of 
the United States has been hampered 
by all sorts of the uncertainties, con- 
fusion, costly red tape administration, 
discriminations and labor strife gen- 


IN BALTIMORE, MARYLAND AND VICINITY 


Lawyers Title Insurance 
Corporation 


(RICHMOND, VIRGINIA) 


REPRESENTED BY 


Real Estate Title Company 


INCORPORATED 


Keyser Building 


Baltimore 2, Maryland 


Lexington 3212-13 





WANTED: INVESTOR 


We are originating and servicing FHA and CONVENTIONAL 
Mortgage Loans on homes in beautiful Coral Gables and 
greater Miami area $2,000,000 per year, for diversified in- 


vestors, but have no regular investor connection. For informa- 


tion write or phone 


CORAL GABLES INVESTMENT CO. 


2419 Galiano Street, Coral Gables, Florida 
T. S. Hornbuckle, President 
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...A FACT OF EXTREME IMPORTANCE TO EVERYONE 
FOR NEW CONSTRUCTION CONCERNED WITH BUILDING, 
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RUSCO WINDOWS speed construction—cut costs. The Rusco Prime 
Window is a completely pre-assembled unit—glazed, screened, 
factory-painted, hardware attached—all ready to place in 

the window opening. Makes big savings in installation time and cost. 


RUSCO WINDOWS greatly reduce maintenance cost. With Rusco, 

2 there’s nothing to change, nothing to store. Glass insulating sash 
is self-storing. Rusco Lumite screens are made for year’round use— 
can’t rust or rot, never need painting. 





RuUSCO winpows make it possible to apply new windows to old 
properties at a fraction of usual cost. Rusco Combination Windows 
can be permanently installed on outside window frame 

without alteration to existing windows. 





A complete, ready-to-install unit. Comes fully- 
assembled, factory-painted, glazed, screened, 
with or without insulating sash. Installed in as 

little cs 5 minutes! 





RUSCO WINDOWS give more complete protection than any other 
FOR EXISTING BUILDINGS 4 window made. Advanced design and numerous exclusive features 


RUSCO“""""* COMBINATION SCREEN make Rusco the most completely functional windows on the market. 


and STORM SASH rusco winpows offer building occupants far greater comfort, 
convenience, safety. Fully weatherproof the window opening, 
give year’ round, rainproof, draft-free, filtered-screen ventilation, 


positive automatic locking and many other superior features. 


THE STURDY, BEAUTIFUL RUSCO Galvanized 
Steel COMBINATION SCREEN & STORM DOOR 





A screen door and ® - 
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erated by price and wage controls 
imposed by government, Canada re- 
jected these procedures at the out- 
break of the Korean war. 

Canada has succeeded so well by 
these simple proceedings it is now 
able to begin reducing some taxes. 
The Canadian economic steps taken 
dropped the consumers’ price index 
from 191.5 in January to 186.7 in 
May 

Canada has had a budget surplus 
every year since the war, and between 
1946 and 1952 it cut its national debt 
17 per cent. 

Che rise of the Canadian dollar to 
$1.05 in American money serves as a 
striking example to all nations seek- 
ing to stabilize their 
the U. S. Chamber, which points out 
that the rise has been due mostly to a 
United States investment 


This money sought out Can- 


economy, says 


rush of 
money 
ada because Canada has minimized 
restrictions on international trade and 
has created a climate favorable to in- 
vestment of venture capital. 

Nations elsewhere have sealed their 
nationalism, cur- 
tariffs, 
government controls and government 


doors by extreme 


rency restrictions, abnormal 
monopolies, threats of property sei- 
zure and the like. Many such nations, 


warns the Chamber, are looking to 
Point 


problems. 


Four for a solution to their 


That Groan You Hear Is 
Over the Big Tax Bite 


When the campaign under 
we'll no doubt hear a lot about 


gets 
way 
taxes. There will be arguments as to 
why they’re too high and can be cut; 
and arguments as to why they must be 
borne and can’t be cut. There isn’t 
any particular news in some recent 
statements by the U. S. Chamber 
stand in the 


when figures are 


about just where we 


tax situation; but 
boiled down to the bare essentials and 
stated simply they make people stop 
and think. For instance: 

The federal tax load for 1952 
amounts to $1,389 per American fam- 
ily, as compared with $1,196 for 1945, 
at the peak of World War II tax 
collections, and as compared with 
$152 per family as recently as 1940. 


In 1913, the first federal personal 
income tax law provided rates from 
| to 7 per cent. Now they are from 
22.2 to 92 per cent. In 1909, the rate 
specified in the first corporation in- 
come tax was | Now the 
average is 60 per cent. 

Yet, with our present heavy tax 
burden, the federal government is still 


per cent. 


spending more than it takes in! 


When Congress Returns 
Will Consider War Risk 


High on the agenda of the 
83rd will be the complex 
question of federal insurance against 


new 


Congress 


property damage caused by war. 

For the past two years the Senate 
Banking Committee staff has grappled 
with this problem, and at each turn it 
seemed to become more complicated. 
Efforts to draft 
either to indemnify individual prop- 


specific legislation, 
erty owners or to backstop insurance 
companies, resulted only in perplexed 
uncertainty. 

One of the knottiest angles of the 
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OFFERING INSTITUTIONAL INVESTORS 
Since 192] 

| SOUND MORTGAGE LOANS ON 

HIGHEST CLASS REAL ESTATE SECURITY 

with EFFICIENT SERVICE 


W. A. MCKINLEY COMPANY 


MORTGAGE BANKER 
312 Reserve Loan Life Bldg. 


problem has been the reinsurance of 
State workmen’s compensation funds. 
Some of the medium-sized companies 
engaged in this business foresaw that 
the blast of a single A-bomb would 
wipe them out completely, especially 
considering the number of persons 
that would be entitled to disability 
and maintenance of income payments 
in case the bomb target were a de- 
fense plant. 

Another question that stumped the 
Committee, raised by the Bureau of 
the Budget, was whether pouring 
money into an atomic-stricken area 
would do the occupants any good. 
Budget Director Frederick J. Lawton 
made the point that food, clothing, 
medical aid, and rapid steps to re- 
store the community to economic sur- 
vival would be much more important 
than mere payment of indemnification. 

Moreover, he made it clear that 
when the Government, as it must, 


steps into a war-stricken area, it can 
hardly discriminate or allocate assist- 
ance to families merely on the basis 
of whether they had paid $5 into an 
insurance fund. 











Dallas, Texas 
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WE NEED ADDITIONAL OUTLETS FOR 
CONVENTIONAL, F.H.A. AND V.A. LOANS 


in Mankato and surrounding territory 


ATWOOD INVESTMENT COMPANY 


128 E. Jackson, Mankato, Minnesota 
Approved F.H.A. and V.A. Mortgagee 








Prot CT YOUR 


ILLINOIS MORTGAGES 
against hidden title defects 








Fast title guarantee service throughout the state is made 
conventent by Chicago Title and Trust Company’s 
agencies in 64 Illinois cities 





Many of the risks which may affect a title are not revealed in 
the title search. That’s why the protection of Chicago Title and Trust Com- 
pany’s Title Guarantee Policy is so important. If the title as guaranteed is 
ever attacked, Chicago Title and Trust Company assumes full responsibility 


for defending it and, in case of loss, pays promptly. 
This protection is now easily available anywhere in Illinois, 
through local title and abstract offices who act as our agencies and repre- 


sentatives in 64 Illinois cities. 


CHICAGO TITLE ann TRUST COMPANY 


111 West Washington Street + Chicago 2, Illinois 


409 E. Adams Street, SPRINGFIELD ¢ 23 W. Main Street, DANVILLE ¢ 111 No. Court Street, ROCKFORD 
112 Hillsboro Avenue, EDWARDSVILLE «+ 217 S. Park Street, DECATUR 
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here is 4 
Great Difference 





N TIME, Junior may fill father’s 
shoes — but at present there is 
too great a difference in size. 

Differences in size, character and reputation 
also exist among insurance companies. 
Because these differences are appreciable, 
it is always wise to look beyond an insurance 
policy to the type of company which issues it. 

Lawyers Title Insurance Corporation of 
Richmond, Virginia, is outstanding in 
amount and character of assets available for 
protection of policyholders. No other title 
insurance company offers so much in 


financial strength and national reputation. 


(Upon request, condensed balance sheet 


will be gladly furnished) 


( Virginia ) 


lawyers Title [nsurance (orporation 
Operating ins Now York Slate as (Yorginia) Lasyers Tille Inturance Corpo 


Home Office ~ Richmond Virginia 





TITLES INSURED THROUGHOUT 33 STATES, THE DISTRICT OF COLUMBIA AND THE ISLAND OF PUERTO RICO. BRANCH OFFICES AT AKRON, ATLANTA, 

AUGUSTA, BIRMINGHAM, CAMDEN, CINCINNATI, CLEVELAND, COLUMBUS, DALLAS, DAYTON, DETROIT, MIAMI, NEWARK, NEW ORLEANS, NEW YORK, 

PITTSBURGH, RICHMOND, SPRINGFIELD, ILL., WASHINGTON, WILMINGTON, WINSTON-SALEM, WINTER HAVEN. REPRESENTED BY LOCAL TITLE COM- 
PANIES IN 140 OTHER CITIES. 
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“Mortgage Banker 


WHAT THE INVESTOR LOOKS 
FOR IN A DRIVE-IN 





Drive-in shopping centers are “hot, 


99° 


that is to say they are certainly 


popular and as of now their record has been excellent. Investors have 


eagerly bought these loans. 


Just what do they look for in a drive-in? 


Mr. Spelman outlines here the factors to which his company gives weight 
in analyzing a drive-in loan. He is assistant vice president of The West- 
ern and Southern Life Insurance Company and spoke at both 1951 and 
1952 Mortgage Banking Seminars. 





HILE the volume of new drive- 
in shopping center projects has 
lessened materially during the past 
year because of government regula- 
tions interest in them on the part of 
investors has increased. Some _not 
previously interested are now actively 
seeking drive-in loans. Those com- 
panies which have had experience 
with drive-ins continue to seek loans 
on them because of the fine perform- 
ance record which has been chalked 
up. Failures are so scarce—I don’t 
know of a single one—that the spon- 
sor of a well-planned and well-located 
project is having no difficulty arrang- 
ing permanent loan financing. 
Companies which have been most 
active in drive-in financing during the 
past seven or eight 
years of rapid ex- 
pansion have been 
influenced by a 
conviction that 
the drive-in shop- 
ping center is a 
timely idea, re- 
flecting changing 
customs and pop- 
ulation shifts. The 
most important 
change is acceptance of the idea that 
an automobile is a necessity and not 
a luxury, and that the auto owning 
shopper makes his decision as to 
where to shop strictly on the basis of 
and accessibility with 








E. C. Spelman 


convenience 


By E. C. SPELMAN 


little thought of distance. A few more 
miles of travel loses its importance if 
a shopper knows he will have a con- 
venient place to park his car. Thus 
investor acceptance is stimulated by 
a belief in the future of auto trans- 
portation. 

The investor can extend his financ- 
ing service to include small shops 
such as dry cleaner, delicatessen, shoe 
repair man, florist and others when 
they are in a drive-in and benefit 
from the cumulative drawing power 
of a center. Small 
buildings housing such businesses are 
not considered acceptable as security 
for loans by many companies, but 
placing these businesses in a drive-in 
in a group with larger key tenants 
develops a strength for the whole 
group justifying a low risk factor. 

The trend toward decentralization 
first became apparent in the develop- 
ment of suburban residential areas. 
This movement has, for many years, 
received active support of all com- 
panies investing in real estate mort- 
gages. The drive-in developments 
place shopper facilities at locations 
convenient to the suburbanite. To 
help finance them is a normal easy 
step—in the right direction. 

The financial analysis of a drive-in 
shopping center requires more than 
a review of projected rent income as 
anticipated by the project sponsor. 
Evaluation of the probable success is 


well-conceived 


dependent on many factors. As is the 
case with all real estate, the quality 
most important and first considered is 
location. 

Investors want a shopping center 
to be located on a main traffic artery 
with public transportation available. 
Of course, the large majority of 
shoppers use private auto transporta- 
tion but the need of obtaining a max- 
imum volume of business suggests a 
location also accessible to the shopper 
using public transportation. Trans- 
portation requirements for store em- 
ployees are important. 

Width of the principal street serv- 
ing the center must be considered. 
We believe 60 feet is a minimum and 
our experience supports it. A traffic 
bottleneck around a shopping center 
causes the customer to look around 
and investigate conditions elsewhere. 
It creates “pushing power” and not 
“pulling power.” 

Building design and layout has 
made great strides. A considerable 
contribution along these lines has 
been made by the Urban Land Insti- 
tute and its Community Builders 
Council. Stewart Mott, formerly di- 
rector of the Institute, has been one 
of the leading thinkers on this sub- 
ject. A few years back there was 
quite a variation in shopping center 
design but it is unusual to have any- 
thing offered now that doesn’t meas- 
ure up pretty well to reasonable 
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standards. In most of the newer build- 
ings under consideration, quality of 
construction is good, space allotment 
realistic and architecture compatible 
to the surroundings. 

No other individual problem has 
been as difficult as parking. Despite 
rather wide experience, investors are 
the minimum 
a successful 


not of one mind on 
parking space needs for 
operation. Type of tenancy can in- 
fluence the need for parking but we 
feel that the minimum should be a 
ratio of | to 4, that is building area 
to total land area. 

rrading area requirements are de- 
termined by the size of the drive-in. 
The neighborhood centers offer con- 
goods; the 
offer in addition shopper items and 
comparison shopping with more than 


selling the same merchan- 


venience larger centers 


one store 


dise 


Investors usually follow the judg- 
ment of key tenants on the matter of 
adequate trading area. If the project 
under consideration is attractive phys- 
ically and tenant wise, and is sur- 
rounded by primary trading area of 
sufficient population and purchasing 
power it is presumed that a center 
will not be by-passed by the shopper. 
Whenever possible to do so, we en- 
courage preparation of a market 
survey. 

Analysis of tenant selection is the 
next most important item in the in- 
vestor’s check list. All are in agree- 
ment that the successful center must 
operate as a integrated mer- 
chandising facility. To achieve this, 
certain key tenants are essential, de- 
pending of course on the size of the 
For the regional center a 


well 


project. 


large department store is a must. For 
the regional center a large depart- 


















Parking and plenty of it is the big thing in these drive-in shopping centers. Above, 
note ample space in the middle of a drive-in project located in Bellevue, Washington. 
Below, the Highland Park Village drive-in located in Dallas. (Photos from Urban Land 


Institute.) 




























ment store is a must. For the neigh- 
borhood or community center, the fol- 
lowing are considered key tenants 
and, in the order of their importance 
are food super market, drug store, 
variety store, hardware, small depar- 
ment, dry cleaner and bakery. In 
some areas other tenants might be 
considered as key tenants. I limit the 
list to these seven in the smaller cen- 
ter because if these merchants are 
satisfactory, there is never any diffi- 
culty in obtaining other tenants to 
fill out the project. 

Secondary tenants do make some 
contribution to the overall strength 
of the center but seldom exert much 
pulling power. In the secondary ten- 
ant group we include such stores as 
beauty shop, barber, shoe repair, self 
service laundry, shoes, children’s wear 
and jeweler; and all stores which 
handle shopper items such as men’s 
clothing, ladies’ clothing, furniture 
and curtains and drapery. 


The matter of recreational tenants 
has been a thorny one due mainly 
to the effect of television in those 
cities on the cable. With a variety 
of programs available there is a strong 
tendency for people to stay at home. 
In cities not on the cable television 
exerts less influence. Because of this 
entertainment medium, movie 
receipts have dropped in many cities 
to a point where the small theatre in 
a shopping center can’t pay its way. 
Some investors still favor them but 
we don’t. 


new 


Our experience with bowling alleys 
has been much better. We find that 
a bowling alley in the basement or off 
at one corner of the building can pay 
its way and helps to bring shoppers 
around in the evening. This is most 
helpful in those centers where the 
stores are open nights— and more 
stores are staying open to serve the 
husband and wife customer teams. 

There is a good opportunity in 
drive-ins for miscellaneous tenants 
and these can make a substantial con- 
tribution if well placed in the proj- 
ect. Chief among these we would 
list cafeteria, filling station, branch 
bank, post office, tavern or cocktail 
lounge and sporting goods store. In 
checking some centers, the sales vol- 
ume of cafeterias and filling stations 
has been very good. 

In shopping center financing much 











importance is accorded the lease term 
of both key tenants and secondary 
tenants. Some investors require leases 
for the full term of the loan but it is 
more common to accept 10 to 15 year 
where the loan term is 15 years 
or less. Frequently no lease term re- 
quirement is set up for secondary ten- 
ants—the lender recognizing that the 
owner-operator should be free to as- 
sist the project as a whole by chang- 
ing or re-arranging secondary tenants 
as he deems necessary. 


leases 


Financial analysis of shopping cen- 
ter loans would be much simpler i 
all leases were based on a fixed in 
Unfortunately the fixed rent lease is 
out of fashion with both the retailer 
and the property owner. The former 
wishes to hedge against reduction in 
sales volume and the owner wants to 
hedge against inflation. Naturally 
where the tenant is proper, respon- 
sible and the rent is fixed the space 
rent value is definitely established. 

More common is the minimum and 
percentage lease under which the ten- 
ant pays a fixed rent plus additional 
rent as determined by his gross sales. 
Most leases of this type establish a 
rental which reflects the 
physical value of the space. The min- 
rent is used in establishing 
space rent value for loan purposes. 
Occasionally such a negoti- 
ated with the minimum rental far 
below what it should be on the basis 
of physical value. Owners sometimes 
permit this in order to properly 
roundout the tenancy or to increase 
the rate in the percent clause of the 
lease. In such instances it is necessary 
for the investor to establish a probable 
minimum rent which the tenant will 
pay and use this in establishing a loan 
value. It isn’t always easy to do. 
From our observation there is a ten- 
dency on the part of drive-in owners 
to resort to the minimum and per- 
lease with many tenants who 
properly should be on a fixed 


rent basis. 


minimum 
imum 


lease is 


centage 
more 


Some key tenants in drive-ins are 
pushing for the straight per- 
centage lease with no minimum. AIl- 
though a few prime tenants may be 
successful with this plan, we believe 
it is a mistake for the owner to submit 
except in rare—very rare—situations, 
and then only with a recapture clause 
which reflects the physical value of 
Assuming a proper tenant 


now 


the space. 








and a well-planned shopping center 
the risk is not so great for the investor. 
If debt service payments are not met 
and he takes title, during a period of 
recession, he has time on his side and 
can wait out the slow period. How- 
ever, investors don’t want to take over 
this real estate—they just want back 
with interest the money originally 
loaned. Straight percentage leases are 
poor leases for the property owner. 

Investors don’t with 
cancellation clauses which can be ex- 
ercised at the option of the tenant. 
Such should be avoided if 


possible. 


favor leases 


leases 
Most shopping center loans are 
being made on a 15 to 20 year term. 
Mindful that all centers don’t start 
off with a bang, I believe that the 


twenty year static payment plan has 
merit when most or all the key ten- 



















ants are on 10 year leases. As I see 
it, the trend should make the drive- 
in stronger after 5 to 10 years of 
operation than it is today if it is a 
well-planned project. Among inves- 
tors generally the 15 year term is 
preferred. 

Most investors expect and get bet- 
ter rates on drive-ins than on good 
central business district loans, the dif- 
ferential being 2 per cent to % per 
cent. Recent loans on drive-ins have 
been negotiated on a 44% to 4% per 
cent rate. I doubt that any investor 
would find it necessary to go below 
4'% per cent at this time. 

Prior to Regulation X investors 
were limiting loans to 60-65 per cent 
of value. At present 50 per cent is 
the rule. We have noted a tendency 
to nullify this rule by some appraisals 


(Continued on page 31) 


Many drive-ins over the country are actually complete business districts created from 
scratch with construction such that shopping is appealing as it never was and never will 
be in crowded central areas. Top, Edmondson Village in Baltimore and, below, Cameron 


Village, Raleigh, North Carolina. 
































’M BULLISH ON BUSINESS 





Regardless of the election, regardless of just about any possibility except 
a hot world war, the outlook for American business now can be viewed 


with optimism says this leading American business man. 


Of course, 


there is going to be some backing and filling, some price advances here, 
some deflation there, but on points the answer to “What's ahead for 
business?”’ is “Good business.” 





HE course of business has changed 

mightily in the last year. A year 
and a half ago the American people 
were buying goods because of antici- 
pated shortages. 

Today they are not spending so 
much. Goods are plentiful, so there 
is no hurry about buying. People get 
greater satisfaction in saving. The rec- 
ords show that consumers have re- 
duced their annual spending rate by 
$6'% billion. At the same time, their 
incomes have increased by almost a 
like amount; so their rate of saving 
has leaped forward. Savings rose by 
$12 billion, as spending fell by $6% 
billion. 

These are the events which seem 
to have stopped inflation dead in its 
tracks, supported by the accord be- 
tween the Treasury and the Federal 
Reserve. For a year, most wholesale 
prices have gone down. I can under- 
stand why some bankers and business- 
men and taxi drivers have been pessi- 
mistic. They sense a general lack of 
the will to buy. 

But as yet there isn’t much of a 
slump in our economy, although con- 
ditions are difficult in other countries 
such as England, India, Argentina, 
Bolivia, Japan, and Australia. There 
is an obvious cause for whatever slow- 
ing down there has been in the United 
States, and it can be measured. For 
the first nine months after Korea, busi- 
nessmen were following the consumers’ 
upward march of buying. Then, a lot 
like the embarrassed leader of a pa- 
rade who kept right on marching down 
the avenue even though the parade 
had turned a corner three blocks back, 


By HARRY A. BULLIS 


Chairman of the Board, General Mills, Inc. 


business was caught out ahead. Total 
inventories had been boosted by $15 
billion after Korea. This advance in 
inventories was a little ahead of the 
consumers’ buying splurge. 

The situation needed correcting. So, 
in the past twelve months, the inven- 
tory situation has changed. A reduc- 
tion of $15 billion in the rate of 
accumulating inventories has been the 
main cause of this adjustment. 

In the meantime, the nation’s total 
production has kept right on rising, 
although at a slower pace. It is rising 
right now. Operating figures of the 
railroads are eloquent testimony. This 
year the defense production program 
calls for a $14 billion boost in the 
Federal government’s total outlays for 
national security. It should be noted 
that as our total output is rising, so are 
consumers’ incomes. 

Even purchases of consumers’ goods 
reached new highs in both the first 
two quarters of 1952. But the rate 
of buying of many kinds of durable 
goods is down. The textile trade has 
been in a bad way, due to over- 
accumulation of inventories by retail- 
ers—now being reduced. Semi-dur- 
ables, such as television sets, radios, 
and household appliances went 
through a similar experience. 

Residential construction rose 8 per 
cent in the first quarter of 1952, and 
there were enough new housing starts 
to increase this rate of gain for the 
second quarter. Total construction 
was found to be up by a good amount 
and is expected to show an increase 
during the second quarter. Business 
outlays for new machinery were up. 
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Consumers’ incomes are rising, and 
consumers’ purchases in the first quar- 
ter set a new record. 

What then is the outlook for the 
year ahead? 

Because of today’s political and 
military uncertainties, we are almost 
sure to continue our defense program, 
whichever political party is elected. 
Defense is the factor which adds $14 
billion to the rate of this year’s spend- 
ing. 

The Red threats in Korea and Eu- 
rope continue. But defense production 
is increasing and Allied military organ- 
ization is improving. 

We must continue to make it clear 
to the Communist countries that we 
can out-produce them, that we can 
out-organize them, and that our eco- 
nomic structure will not collapse, but 
is strong and flexible enough to adjust 
to our requirements. 

The additional facilities for produc- 
tion which have been created since 
Korea are coming into operation. This 
expansion, together with increased 
productivity, will probably yield about 
two-thirds of the defense production 
gain that has been scheduled. This 
is a great achievement. Therefore, I 
believe that we can expect continued 
stability in our economy during the 
months ahead, particularly in terms 
of prices and employment. Personal 
buying power, together with expand- 
ing military production, will tend to 
offset recession. 

But people are not in any hurry. It 
will require real work to sell. And, in 
my opinion, the companies with dy- 
namic and aggressive sales organiza- 


tions that are really going out and 
selling their products will be the most 
successful. If prices rise a bit, as 
seems probable, both business and 
consumer buying will be stimulated 
after the summer lull. 

My next picture of business reminds 
me of the story of the young girl who 
came into a telegraph office. Her eyes 
were dreamy as she reached for a 
blank, and tried to compose a mes- 
sage. 

She tore up several, then finally got 
an inspiration. She handed the tele- 
gram to the clerk. The message con- 
sisted of only one word—‘“Yes”—and 
her name. 

The clerk, a helpful soul, explained 
that under the new rules she could 
send 15 words for the same price. 

“I know I can,” the lovely girl 
said, “but don’t you think if I said 
‘yes’ 15 times he would think I was 
too eager?” 

I don’t know how many times busi- 
ness has been saying yes to requests 
that it tell its story to the American 
public. I have made people suffer 
through a dozen or more talks on the 
subject. We businessmen do tell our 


story, but usually we tell it to other 
businessmen. This probably accounts 
for the recent article in Fortune which 
says, in effect, “You dopes—you’re 
talking to yourselves!” 


It’s Up to Business 


Nevertheless, I believe that what is 
ahead for business in the years to 
come will depend on what business 
does to raise the level of economic 
understanding in this country. Fur- 
thermore, I believe that the job must 
start in the schools—in the elementary 
schools, if you please—and I believe 
business can make some contributions 
here. 

It is important for educators to un- 
derstand business, and vice versa. The 
men and women entrusted with 
moulding the minds of our little ones 
must understand this American sys- 
tem of risk and endeavor, of profit 
and loss. We know that the basic 
opinions and prejudices of adulthood 
are formed at the adolescent and pre- 
adolescent level. In later life we can 
rearrange these convictions and opin- 
ions, but we seldom change them. 


My company has been experiment- 
ing with a program of basic economic 
teaching, integrated into the social 
studies. The project has taken the 
form of a cooperative endeavor with 
grade school teachers and school ad- 
ministrators. The results have been 
astonishing! We have proved that 
youngsters in the fourth, fifth, and 
sixth grades can understand and ap- 
preciate such basic economic concepts 
as freedom of choice, the importance 
of investments, the function of capital, 
and the production miracle of indus- 
try and labor working together. We 
are teaching a brand of Americanism 
here that is not selfish propaganda for 
any particular group or faction. It is 
the story of America, of achievement 
under freedom, and under the eco- 
nomic climate which our founding 
fathers said was our endowment from 
our Creator. 

The amazing thing about this pro- 
gram is that educators like it! We be- 
lieve it has tremendous possibilities. If 
all industry will do this kind of work 
in cooperation with education, the 
coming generation will understand the 
real meaning of free enterprise. 












TITLE ano 
INSURANCE COMPANY 


From the Lone STAR STATE 
to the Banks of the Wabash... 


Recently, the states of Texas, Georgia and Indiana were added to those in 
which American Title and Insurance Company is qualified. 

This increase in territory is indicative of the stable, continued expansion for 
which this company has been noted since its founding. The extension of its 
facilities for mortgage bankers, life insurance companies, builders and lawyers 
is a result of a reputation for 


thorough analysis and efficient servicing of 


each title insurance policy 


Licensed to Write Title Insurance in: 


ARKANSAS LOUISIANA 
COLORADO MINNESOTA 
DISTRICT OF COLUMBIA MISSISSIPPI 
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rhe title for my next business pic- 
ture is purposely ambiguous. I call 
it, “What price controls?” 

You can say it any way you like. 
Call it “WHAT, price controls?” or 


express it “What price CON- 
TROLS?” 
The answer to both is the same 


Direct controls do not control prices. 
They are merely a time-clock mech- 
anism that thwarts normal economic 
adjustment. I opposed wage and price 
the they pro- 
posed, because I felt they would strait- 
The luxury of 


controls at time were 
jacket the economy. 
direct price controls has added many 
thousand Federal employees and mil- 
lions of dollars to the cost of govern- 
ment. These controls have kept the 
government printing presses busy roll- 
ing out regulations in bulk, and the 
fine agate type used in World War II 
was dug out of the mothballs to print 
the new regulations. 

Of course these direct controls are 
We with the 
hounds allegedly chasing the fox. 
Now, in this time of slight deflation, 
the fox is chasing the hounds. The 
control masters are working long hours 
to revise their price schedules down- 
ward to catch up with the inevitable 


How 


a phony. started out 


law of supply and demand. 


stupid can we be! 

On the other hand, the indirect and 
general controls adopted in the war 
emergency accomplished their pur- 
We raised taxes and controlled 


pose. 
credits, and these controls were ef- 
fective. It is now time to revise these 


‘LAND TITLE’ 


SERVICE 
COVERS 


devices. The excess profits tax, par- 
ticularly, should be repealed. It is 
time that we removed this penalty on 
achievement, and wiped out the re- 
sulting premium on profligacy and 
waste. In normal times, over two- 
thirds of all funds for growth and 
better equipment are derived from the 
earnings which the excess profits tax 


gt” eet, 

"We can expect continued 
stability in our economy during 
the months abead, particularly 
in terms of prices and employ- 
ment. Personal buying power, 
together with expanding mili- 
tary production, will tend to 
offset recession. But people are 
not in any hurry. It will re- 
quire real work to sell. And, in 
my opinion, the com panies with 
dynamic and aggressive sales or- 
ganizations that are really going 
out and selling their products 
will be the most successful. If 
prices rise a bit, as seems prob- 
able, both business and con- 
sumer buying will be stimulated 
after the summer lull.”—Harry 
A. Bullis. 


i ee 


now monopolizes. In this period short 
of war, we have too great a burden of 
taxes, both direct and indirect. It is 
time we reduced excessive public 
spending and tightened up our loose 
public fiscal policy, so that taxes can 
be reduced. Let the profit motive 
again be the governor on the great 
American free market. 





Every time we impose another eco- 
nomic control, we are putting the bite 
on freedom. Economic controls multi- 
ply very fast. Every time we block an 
unnecessary control and move closer 
to permitting the free market to gov- 
ern economic well-being, we are strik- 
ing a blow in behalf of human free- 
dom and economic progress all over 
the world. 

It is encouraging to note that the 
Supreme Court, in denying the Presi- 
dent the right of seizure in the steel 
case, has sounded the death knell for 
another very dangerous control by 
arbitrary power. That control was the 
power to impose wage increases while 
the plant or property was “in seizure.” 
It is a most dangerous power, and its 
removal is an important step in pre- 
serving the kind of government which 
makes democratic capitalism work 
best. 

In the great game of poker you 
put up or shut up. It’s the same way 
today when answering the question, 
“What's ahead for business?” This last 
business picture is one of long-range 
optimism. 

We may see some rough going 
ahead. Undoubtedly if the cauldron 
of international affairs boils over, our 
troubles will multiply. In any case, 
the business situation may continue 
unbalanced. Some segments of the 
economy may move forward while 
others lag. 

My long-range optimism is based 
on global concepts, and I recognize 
the tremendous political and economic 
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* 
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importance of the countries bordering 
on the Pacific Ocean. 

Here are my reasons for optimism: 
>> The Korean conflict has demon- 
strated to the Communists that aggres- 
sion does not pay. 


2? We have successfully helped our 
European allies to organize. 


>>? Western Germany has been 
brought into military union with the 
West and the chances are that she 
will also join in economic union. Of 
course, I realize that the European 
Defense Command still has to be 
ratified by the various parliaments. 
>? Our production for defense pur- 
poses will soon be at the $60 billion 
level. We have taken this expansion 
in stride and are approaching the 
point where we may again expand the 
production of civilian goods. 

>> The fact that we have had eco- 
nomic stability during the past year 
shows that inflation is not inevitable. 
We have learned a good deal about 
how to stop it. 

2> The population of the United 
States has been growing rapidly. We 
have as many people now as we ex- 
pected to have by 1965. Furthermore, 
the 1950 census shows that we had 55 
per cent more children under five 
years of age than we had in 1940. 
Here is assurance that business will 
have an expanding future. 


>> At the presently planned rate of 
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military expenditures there need be no 
further increase in taxes. By 1954 
some tax reductions should be possible 
and the excess profits tax should be 
allowed to expire in June, 1953. I 
believe our total national production 


i 


"The excess profits tax should 
be repealed. It is time that we 
removed this penalty on 
achievement, and wiped out the 
resulting premium on profligacy 
and waste. In normal times, 
over two-thirds of all funds for 
growth and better equipment 
are derived from the earnings 
which the excess profits tax now 
monopolizes. In this period 
short of war, we have too great 
a burden of taxes, both direct 
and indirect. It is time we re- 
duced excessive public spending 
and tightened up our loose pub- 
lic fiscal policy, so that taxes can 
be reduced. Let the profit mo- 
tive again be the governor on 
the great American free mar- 
ket.”—Harry A. Bullis. 


ee 


and national income will continue to 
expand sufficiently so that by the time 
military expenditures are reduced by 
10 per cent or 20 per cent, we can 
actually balance the budget. 

>> There is a possibility of expanding 


our overseas markets. 


a 








>> There are limitless possibilities for 
technological development in industry. 
There has been a tremendous expan- 
sion in industrial research and product 
adaptation to mass markets. This re- 
search will continue to develop en- 
tirely new products and 
growth industries. It is said that con- 
sumption of electricity will double 
within the next ten years. 


lines of 


As we move forward, we must help 
the free world. Trade must be reacti- 
vated. Better living must be extended 
to other peoples. One problem we 
have is how to continue to give eco- 
nomic and military aid to our Allies 
in Europe and at the same time assist 
and win over the so-called Backward 
Nations of the East and the Far East, 
so that they can develop to the point 
where they can take their place in 
the world economy by providing 
goods or services their creditors need. 
When that is done, overseas trade 
should be large enough to take up the 
slack which may appear in American 
production when military demands 
are met. 
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What Low Interest Rates 
Have Done to Savings 





The long years of enforced low interest rates have created many problems 
for savings institutions but never quite like the dilemma into which 
they have been placed in the past year and a half. This New York 
State official, whose business it is to know and understand what is hap- 
pening in the institutional investment field, here gives a critical analysis 
of the developments and the consequences. His observations are pri- 
marily with the savings banks in mind but the logic of his views interests 


every investor. 





Gree controls are bringing 
about vast changes in the status 
of both the real estate mortgage and 
the high-grade bond, which have ever 
the main reliances of savings 
banks for earnings. The net effect of 
these controls on real estate is to take 
it out of that part of our economy 


been 


where the free market holds sway. 
This means that the functioning of the 
free market’s automatic regulating 
mechanism is interfered with. The 


price of the product is not permitted 
to determine its supply by attracting 
or repelling capital. 

Rent controls most directly affect 
the lot of owners. Control of rents 
undoubtedly has social advantages. At 
the same time the economic necessity 
of making suitable provision for re- 
placing the property at the present 
high building costs is being postponed 
to some future period. 

Both mortgage rates and high-grade 
bond yields have been affected by the 
long-lived easy money policy, whose 
extreme degree has been moderated 
over the last year to only a limited 
extent. 

The main reason for easy money’s 
adoption and long continuance was 
to facilitate Treasury borrowing and 
to hold down the requirements of 
interest in the Federal budget. The 
yields offered by municipals and prime 
corporate bonds are much lower. 

In the first 15 years of the easy 
money era the average yield of the 
highest grade corporate bonds was 
cut in half, the decline beginning at 
5.01 per cent in 1932 and continuing 


until a low of 2.53 per cent was 


By WILLIAM A. LYON 


New York State Superintendent of Banks 


reached in 1946. The current yield 
of about 2.93 per cent is 4/10 of 1 
per cent above the low, but it is still 
more than two full percentage points 
below the 1932 high. 

Government security yields, direct 
beneficiary of easy money, have 
dropped in like degree. Earnings of 
the savings banks from top-grade se- 
curities naturally reflect these develop- 
ments. 

Government intervention in the eco- 
nomic scene has cut down drastically 
on the contribution which bonds can 
make toward the ability of savings 
banks to draw savings to them. 

The average rate of mortgages also 
has fallen noticeably. In part, the 
weakening in the mortgage rate has 
been in reflection of the pervasive 
effect of the easy money program, to 
which very few rates have been really 
immune. Certainly the average inter- 
est received by the savings banks on 
their mortgages has been dropping 
away rapidly. In the six years up to 
the end of last year, or just about a 
third of easy money’s reign, the mort- 
gage rate has declined % of 1 per 
cent. For the entire reign the fall in 
rate has been more nearly on the order 
of | per cent. 

Mortgages of course have been af- 
fected by government controls of an- 
other kind. Mortgage rates have fallen 
also in response to the essay in mort- 
gage rate fixing which the government 
has carried out through the FHA and 
the VA. The most that can be said 
for the FHA rate is that it could not 
be supported in some parts of the 
country if the insurance feature did 


18 THE MORTGAGE BANKER + September 1952 


not give FHA’s a national market. 

The VA rate was not fixed with 
any thought of balancing the demand 
for and the supply of mortgage money. 
It was set purely and simply with the 
purpose in mind of making home own- 
ership available to veterans on the 
lowest possible cost basis. The rate is 
held down by the partial government 
guaranty. It is held down also by an 
intangible—that is, by the widespread 
natural inclination to help along vet- 
erans’ causes regardless of the finan- 
cial sacrifice that may be involved. 

In addition, the government has a 
way of making sure that the FHA and 
VA rates prevail. Should private 
sources be unwilling to make mortgage 
money available at the rates that the 
two agencies consider appropriate, 
FNMA is poised to absorb the mort- 
gages itself. 

These influences have combined to 
impair the productivity of the real 
estate mortgage as a source of earn- 
ings for savings institutions. It appears 
to me that governmental action in 
the future may depress the mortgage 
rate more than it has in the past. It 
has been the frequently expressed view 
of government economists that home 
construction offers the best hope of 
supplying strength to the whole econ- 
omy if the makings of a slump should 
begin to appear. In that event it can 
be expected that one of the first moves 
will be the lowering of the mortgage 
interest rate so that monthly pay- 
ments can be reduced and the market 
for homes broadened. 

Government controls affect mort- 
gage lending not only through their 


influence on the interest rate but also 
through their effect on the mortgage 
supply. It seems to be almost the in- 
variable rule for some years now that 
when the public has the money to buy 
homes and savings institutions have 
abundant funds to lend for the pur- 
chase of homes, the urgent need of 
resisting inflation causes the govern- 
ment to clamp controls down on home 
building which either restrict the sup- 
ply of mortgages or the supply of 
building materials, or both. 

Before war and defense needs began 
to distort the normal tendencies of 
our economy, savings banks swung 
from mortgages into bonds and from 
bonds into mortgages according to the 
phase of the real estate cycle in which 
business happened to find itself. Con- 
trols in recent years have caused lags 
to appear in the ability and desire of 
the public to buy homes and in the 
availability of new homes. During 
these lags, however, high-grade bonds 
have come to offer a far from satis- 
factory solution to the investment 
problems of savings institutions. Their 
yield is so low that they are really 
helpful only to a savings system op- 
erating in low gear. 

The Treasury, it has seemed to me, 
has done us all a disservice by failing 
to fill this gap in the investment field 
itself. 

The best way to restrain the infla- 
tionary forces that abound in a war 
and defense economy is by financing 
the Treasury’s needs for new and 
refunding moneys as far as possible 
out of savings. To tap the savings 
that flow into savings institutions it is 
necessary to offer them a security with 
a coupon large enough to permit the 
institution to pay an attractive rate to 


the saver. A miserly rate only compels 
the savings banks to leave subscrip- 
tions to new Treasury issues out of 
their investment calculations. 

The Treasury acts as if it feels that 
it must continue to rely on commer- 
cial banks for new money and re- 
fundings because savings institutions 
have plans to invest their funds else- 
where. But if you will give savings 
banks an issue with a rate that will 
allow them to draw savings to them, 
and if you will provide them with 
some assurance that these issues will 
be continuously and frequently avail- 
able, you will find savings banks 
coming to place greater reliance on 
Treasury issues in working out both 
short-range and long-range investment 
programs. The coupon rate for the sav- 
ings institution issue need not be any 
higher in these times than the actual 
cost of E bond money—that is, the 
total cost of interest, promotional ex- 
penses and handling. 


Spiral of Inflation 

What happens when the Treasury 
doesn’t try to reach savings institu- 
tions’ funds? These savings institu- 
tions compete strenuously with one 
another for the reduced supply of new 
mortgages available and in that way 
force down the net yield on mort- 
gages, on the one hand, and set forces 
in motion on the other, that impair 
the effectiveness of government con- 
trols on building. Mortgage money 
becomes so abundant that rising prices 
of old homes can be supported with 
ease. The inflationary spiral is there- 
by made to whirl faster and extend 
higher. 

Since the drop in return on mort- 
gages and bonds has been taking place 
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at a time when savings deposits have 
been rising rapidly, one may well ask 
what all the shooting is about. The 
answer is that I am looking to the 
future and am trying to analyze the 
long-term effects on savings institu- 
tions of trends which began some time 
ago and are still in progress. For a 
long time ahead I should expect to see 
real estate mortgages and high-grade 
bonds remain as the main reliances 
of savings banks as producers of earn- 
ings. The average return provided 
by the mortgage portfolio, however, 
has been and continues on a long 
downslope. Nobody can say when the 
bond market will emerge to any con- 
siderable extent from easy money. 

What to do? At least two different 
approaches are possible. One is to 
stand pat, to ride out the storm and 
to have faith that the old days will 
return. If the conventional outlets 
are unsatisfactory producers of earn- 
ings for savings institutions, we can 
say that we won’t budge an inch to- 
ward new investment fields, but will, 
instead, wait as long as may be neces- 
sary for the world to return to its 
senses. 

(Continued on page 30) 
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SINGLE CREDIT 
The Answer to Single Debit 


By A. A. JOHNSON 


Vice President, Colonial Mortgage Service Company, Upper Darby, Pa. 


wo systems have recently 

entered and, to some extent, have 
revolutionized mortgage servicing ac- 
counting. They are the Single Debit 
and Single Credit. The former is used 
by the investor, or principal, the latter 
by the correspondent, or servicer. The 
systems have already been explored 
and proven; they work. 

Single Debit was originally spon- 
sored by The Bowery Savings Bank in 
New York City. It has been estab- 
lished with its correspondents. 
Through the use of the system, great 
savings in administration and account- 
ing costs have been effected and bet- 
ter controls maintained. It is the long 
sought answer to improve the com- 
parable position of mortgage invest- 
ment with other type of investments. 
The only apparent objection to it has 
been the ever-present reluctance and 
inborn opposition to any change of 


new 


system. 

The Bowery Savings Bank did not 
change its method of operations over- 
night. Considerable time and effort 
was spent exploring the system’s possi- 
bilities and representatives of the bank 
have discussed the system before re- 
and national Only 
after it was proven beyond all reason- 
able doubt that the system is good was 
it adopted. 

When an the 
Single Debit system, he imposes some 
additional work upon his 
Monthly trial balances, detailed lists 
of delinquents are required, and spe- 
prepared and 


gional groups. 


investor institutes 


servicers. 


cial must be 


submitted over and above the usual 


reports 


reports. 
After a careful study of the Single 
Debit system by a servicing accountant 


it developed that the system would not 
only work for the investor but it would 
also be workable for the servicer. As 
a result, the single credit system was 
conceived and so named because of 
its direct relationship to Single Debit 
whereby, under control accounting, 
the normal work-load could be greatly 
simplified. Accounting-wise, it is the 
direct opposite or counterpart of Sin- 
gle Debit. What one system does for 
the investor, the other does for the 
servicer. Single Credit facilitates and 
augments Single Debit. 

To understand and appreciate 
Single Credit, one should first have 
a working knowledge of Single Debit. 
The former presupposes that the prin- 
cipal will not require detailed reports 
on the normal activities; that it will 
be satisfied with total interest and 
principal computations of collections 
and only detailed information on de- 
linquencies, prepayments, and partial 
or complete curtailments. 

Through the adoption of Single 
Credit, a servicer need only maintain 
proper controls, a satisfactory cashier 
record, and an escrow ledger. There 
would be no need for the present-day 
voluminous ledgers and statements of 
transmittals. The principal needs the 
details of collection reports only to 
locate and account for errors. Under 
Single Credit there can be NO error. 
If one single omitted, the 
account will not balance. Never be- 
fore has investor and servicer alike 
had such control over mortgage pay- 
ments. Bookkeeping posting is limited 
in detail to a simple operation of es- 
crow accounting. 


item is 


Adequate controls are a prerequisite 


20 THE MORTGAGE BANKER + September 1952 


to every successful business. One in 
the mortgage servicing field which will 
assure accurate accounting of all col- 
lections and which will mathemati- 
cally determine delinquencies, should 
be welcomed by every thinking ad- 
ministrator. Such is one of the ad- 
vantages of this “Single” accounting. 

Maintaining proper records in the 
receipt of monies for application to 
mortgage payments is essential. These 
are “original entries,” and we all 
should realize their importance. The 
work performed by cashiers need not 
under Single Credit be transcribed 
upon ledgers (with the exception of 
escrow funds). 

Controls are established according 
to type of mortgage and interest rate 
(gross—net) ; one to show the number 
of individual loans, another, the total 
constant amount of monthly payment 
to interest and principal, and a third, 
the total outstanding principal bal- 
ance. These may be simply or elabo- 
rately maintained either by master 
cards or book records. 

In creating a class or pool of 
mortgages under a control, it is neces- 
sary to adjust the outstanding total 
principal balance to current status 
by adding all prepayments and de- 
ducting all delinquent payments. Ac- 
crued interest is then calculated on 
this adjusted principal balance. The 
total constant payment less the ac- 
crued interest gives the amount of 
normal principal reduction or amorti- 
zation. From both accrued interest 
and principal reduction receivable is 
subtracted all monies previously col- 
lected and remitted to the investor. 
To the two amounts is added the un- 


collected interest and principal reduc- 
tion which is delinquent. Thus, at the 
begining of each monthly period, a 
predetermined sum of interest and 
principal to be collected is known to 
the servicer. Adjustments are made 
for mortgages added to or subtracted 
from the pool. At the end of the 
month a trial balance is taken of the 
principal outstanding and a list pre- 
pared of all delinquent payments. 
During the month a list is compiled 
of all prepayments and voluntary cur- 
tailments. The totals of these reports 
must reconcile with the control. A 
single error will prevent balancing. 
Under Single Credit this error will be 
found by the servicer and not by the 
investor. 


Weekly sums in round figures are 
sent to principal on account of distri- 
bution without accounting and to be 
applied as credit against monthly col- 
lections. The sums are determined 
from previous experience of collections 
and are sufficiently low to warrant 
good margin of safety in not over- 
drawing bank accounts and yet large 
enough in amount to spread investor’s 
receipt of funds. Proper allocation to 
interest and principal is made upon 
receipt of final summary statement 
and disbursement. 


In our office where Single Credit 
has been thoroughly tested and 
proven, a preprinted cashier card is 
employed in recording all mortgage 
payments. Upon the card is entered 
the month due, the date paid, total 
sum received, and how paid (such 
as cash, money order, or A.B.A. 
number of the bank). The amount 
applicable to interest, to principal, and 
new principal balance has been pre- 
printed from the appropriate amorti- 
zation schedule. The portion due 
escrow is determined from the break- 
down of total monthly payment shown 
on the card. All such escrow receipts 
are entered on individual ledgers. At 
the end of a month (or an arbitrary 
cut-off date such as the 22nd) a prin- 
cipal trial balance is prepared from 
the cashier cards according to con- 
trols. A short summary statement of 
reconciliation is prepared which item- 
izes the totals of the month’s activities. 
Attached thereto is a detailed figure 
report of delinquencies, prepayments, 
and curtailments. No names or ad- 
dresses are used. All accounting is 
done by mortgagee numbers. A con- 
trol of the total of such numbers is 


maintained for each pool and used in 
connection with trial balances. 

Many who have studied this new 
accounting declare that Single Credit 
is not an answer but is the answer to 


Single Debit. 





WHATS BOTHERING YOU 











Here are a few more gripes and 
there will be others in this department 
in succeeding issues. Apparently the 
lives of servicing managers of both 
investors and correspondents are full 
of gripes. It is hoped that in this de- 
partment we not only get rid of the 
burden of carrying these gripes within 
ourselves but that we will find sympa- 
thetic ears and subsequent corrections 
of irritating and unnecessary habits. 


CORRESPONDENT’S CORNER: 
“A few investors do not realize that 
the correspondent, too, has his own 
loan numbering system. The investor 
who fails to indicate the correspond- 
ent’s number is making it difficult for 
the correspondent to locate the file or 
ledger card.” 


This comment, we 
prompted by a similar complaint on 
the part of the investor printed in last 
month’s issue and indicates that ap- 
parently both parties are accused of 
the same negligence. The problem 
could be easily solved if in our cor- 
respondence, reports, etc., we would 
mutually extend the courtesy of using 
each others loan number. Office 
managers of both insurance companies 
and mortgage companies should send 
out directives to their staff requesting 
strict compliance. 


INVESTOR’S CORNER: “Our 
pet gripe is a correspondent who has 
a small office and whose cashier or 
bookkeeper goes off on a vacation and 
consequently for several weeks no one 
sends in remittance reports. The com- 
pany does not notify us that she has 
gone away until something happens 
in the home office and we suddenly 
discover that we haven’t had reports 
in three weeks. Then, when we write 
and ask the company about it, they 
inform us that the bookkeeper went 
on a vacation and that they are 
sorry. We wouldn’t have a gripe if 
they would tell us in advance that 
this was going to happen.” 


believe, was 


This should be an easy problem to 
solve. We hope that correspondents 
who ofierate a “small office” realize 
that as long as they permit conditions 
of similar nature to exist they will 
never become a “big office.” 


CORRESPONDENT’S CORNER: 
“On several occasions we submitted 
to the present investor their own loan 
for a higher amount with identical 
conditions, with the correct appraisal 
and on a property maintained in good 
condition with the mortgagor having 
an excellent payment record. To our 
great surprise, we received rejections 
from the mortgagee with the reason 
that they are not interested in increas- 
ing the loan and that if the mortgagor 
is anxious to pay the loan in full, the 
satisfaction of mortgage will be ac- 
cepted with a substantial penalty. In 
most instances this blocks the deal 
for the borrower and results in em- 
barrassment for the correspondent, 
placing him in a very poor opinion 
in the eyes of the mortgagor as to 
the investor’s business tactics.” 


We wonder whether or not institu- 
tional investors ever consider the pre- 
dicament in which they place their 
correspondents by such a thoughtless 
action. Since this is appearing in the 
Mortgage Servicing Department we 
suggest that servicing managers show 
this “gripe” to the Loan Committee 
as food for thought. 


Always-something-new Department: In- 
vestment people don’t like the idea of 
states (Mississippi, Minnesota, Alabama, 
etc.) selling tax-exempt bonds to get money 
to build industrial plants for companies 
they want to lure to their areas. And any- 
one who'd like to see a halt to the socialistic 
trend will agree with them. IBA members 
refuse to bid on or sell these bonds. Now 
something new has been added. A New 
York firm will offer some bonds at par 
which it bought at 95 of an Alabama town 
which wants to get a ceramic tile maker 
to move there with the municipality build- 
ing the plant. The 5 per cent interest rate 
for the 25-year bonds is believed to be the 
highest such rate for tax-exempts in more 
than a decade. 


An agreement between the tile maker 
and bondholders would make the bonds, 
in effect, a convertible issue. This conver- 
sion feature is understood to be the first of 
its kind in the municipal field. The tile 
maker would buy the bonds at any time in 
the first five years for 500 shares of the 
company’s common stock for a $1,000 
bond, or at 333 shares a bond in the 
second five years, or at 250 in the third 
five years, or at 200 for the other 10 years 
of the life of the bonds. 
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About the Convention 


Convention Time Is Not Far Away and Here Is the 
Program for Your 39th Annual Meeting in Chicago 


HO will win the presidential 

election, what policies affecting 
the mortgage industry will prevail, 
what changes in our financial econ- 
may we logically expect, what 
may business anticipate from a pos- 
sible change in administration, what 


omy 


is a sensible forecast for new building 
brief what should we look 
for on the broad national scene rather 


now—in 


than merely keeping our eyes on our 
own field? 

[hese will be matters of principal 
concern for MBA members as they 
gather in Chicago for our 39th annual 
convention. It’s probably safe to say 
that—while they’re still of great con- 
cern to mortgage lenders and investors 

the questions of increased FHA and 
VA rates, elimination of Regulation 
X, etc., are likely to take second bill- 
ing to the question of what men, 
policies, theories and ideals will dom- 
inate our national government in the 
next four years. 

Che presidential campaign will be 
at its peak when our members arrive 
in Chicago for the Convention (which 
incidentally will certainly be our larg- 
est). Everyone coming will have defi- 
nite ideas of his own about the out- 
come and probably most people will 
agree that, whoever is elected, a good 
man will be in the White House come 
next January. 

Our own program will have a little 
flavor of the campaign in that a num- 
ber of government officials and other 
speakers would not be human if they 
did not touch the 
some way. 

The program itself might be called 
a distinguished one in that it includes 
quite a number of our most prom- 
inent public figures. 

The Convention is a four-day af- 
fair, Monday through Thursday, Sep- 
tember 29th to October 2nd. But it’s 
not a full four-day meeting because 


upon election in 


>> Sunday, September 28th: The 
1951-52 executive committee meets in 
the morning followed by the board 
of governors luncheon and meeting in 
the afternoon. At 3:00 P.M. we'll 
open registration in the Normandie 
Lounge on the mezzanine floor to 
serve those who didn’t register in ad- 
vance and want to do so before the 
opening on Monday. 

That evening the Mortgage Bank- 
ers Legion headed by Allyn R. Cline 
as Grand Marshal is holding its an- 
nual dinner and election of officers. 





Aubrey M. Costa 


Secretary Snyder 


>> Monday, September 29th: Regis- 
tration opens again at 8:30 A.M. and 
the Exhibit of Building, Industry and 
Services opens at 9. MBA President 
Aubrey M. Costa, will bring down the 
gavel at 10 for the first session after 
which the assembly will sing the na- 
tional anthem, hear a word of wel- 
come from the Mayor of Chicago, 
Martin J. Kennelly, and greetings 
from W. C. Warman, president of the 
Chicago MBA. 

The three principal features of the 
morning program are : 
>> Address by Ben H. Wooten, presi- 
dent, First National Bank in Dallas. 
>> “The Economic State of the Na- 
tion,” address by Dr. Sumner H. 


Slichter, noted economist and Lamont 
Professor at Harvard University. 











>> President’s Annual Report by Mr. 
Costa. 

The session will also include the 
annual meeting and election of offi- 
cers and presentation of the 1951-52 
Distinguished Service Award given 
each year to the member judged to 
have rendered the most commendable 
service to the Association. 

The first session is likely to run be- 
yond noon, but there will be no after- 
noon session that day. 


>> Tuesday Morning, September 
30th: The second convention session 
will emphasize servicing. B. B. Bass, 
vice president, The American First 
Trust Co., Oklahoma City, will pre- 
side and speakers will include A. H. 
Cadwallader, Jr., president, Mortgage 
Investment Corporation, San Antonio, 
who will talk on “What the Servicing 
and Accounting Department Means 
to a Mortgage Banker” and L. Doug- 
las Meredith, executive vice president, 
The National Life Insurance Com- 
pany, Montpelier, who will speak on 
the same subject from the viewpoint 
of an investment officer. 

The other feature of the program 
will be a speech by Thomas E. Mc- 
Donald, MBA director of accounting 
and servicing, who will speak on 
“Looking Ahead for Profits.” 

At noon that day the ladies will 
attend a luncheon and fashion show 
in the Boulevard Room arranged 
especially for them. Program will in- 
clude favors and entertainment. 


>> Tuesday afternoon, September 
30th: Because the Association has 
grown so rapidly in recent years, it is no 
longer possible to schedule committee 
meetings at in-between times during 
the convention. A full session during 
the convention has been set aside for 
them this year just as we did in 1951 
in San Francisco. On Tuesday after- 
noon meetings have been called for 
the Federal Legislative, Research, 
FHA, GI, Servicing, Membership, 


are scheduled, thus 
giving members plenty of time to do 
other things and with others. 
With the conventions as large as they 


only five sessions 








LOANS TO 


HOSPITALS * CHURCHES * SCHOOLS 


COMMISSIONS TO CORRESPONDENTS 






visit 





are now (we're expecting 2,500 this 
year), it’s essential that adequate time fe Cc Zi EG LER AND 
be made available for correspondents s . COMPANY 


38 YEARS’ 
WEST BEND, WISCONSIN EXPERIENCE 
Chicago Office: 39 South La Salle Street 

Address All inquiries to Our Home Office at West Bend, Wisconsin 


to visit with their investors. 











Day by day, then, here is how your 
39th annual convention shapes up- 
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Farm Loan, Educational and YMCA 
Committees. All of them will be at 
2 P.M. except the latter two which 
will be at 4, and they will all be on 
the third and fourth floors of the 
Conrad Hilton Hotel. 

Monday evening the Young Men’s 


Activities Committee will sponsor a re- 
ception and it is the hope of President 
Costa that a good turnout will result 
since one of the principal objectives 
of this activity is to provide ways for 
the younger men in the Association 
to meet more people in the industry. 


Laurence F. Lee, U. $. Chamber Head, and John 
W. Snyder, Treasury Secretary, Are Speakers 


>> Wednesday morning, October Ist: 
For this third convention session 
members will be privileged to hear 
addresses by several men in widely 
varied fields of public life. They in- 
clude: 

>> Laurence F. Lee, president, Cham- 
ber of Commerce of the United States 
>> John W. Snyder, Secretary of the 
Treasury 


>> Wednesday afternoon, October 
Ist: For the fourth session of the con- 
vention, the subjects revert back to 
mortgage loan servicing. Presiding 
officer will be W. Braxton Ross, vice 
president, Morrison and Morrison, 
Inc., Denver. L. C. Forth, mortgage 
office inspector, Sun Life Assurance 
Company of Canada, Montreal, will 
speak on “Hazard Insurance — In- 
vestor-Servicer Cooperation Can Elim- 
inate Duplication of Work.” Lon 
Worth Crow, president, Lon Worth 
Crow Company, will speak on “Good 
Customer Relationship—A Vital Fac- 
tor in Your Business.” 

Following that Lemuel J. Holt, 
chairman, Mortgage Servicing Com- 
mittee and secretary treasurer, W. A. 
Clarke Mortgage Co., Philadelphia, 
will moderate a panel discussion of 
“Servicing the Delinquent Account.” 
Members of the panel will include H. 


G. Murphy, supervisor, accounting 
division, Connecticut General Life In- 
surance Company, Hartford, Everett 
Livesey, controller, Dime Savings 
Bank, Brooklyn, and Wilbur Williams, 
collection supervisor, Stockton, What- 
ley, Davin & Company, Jacksonville. 

That evening will be the entertain- 
ment highlight of the convention with 
our annual dinner in the Ballroom. 
There will be dancing and an elab- 
orate floor show. 


»> Thursday, October 2nd: For the 
final convention session members will 
hear a symposium of “Today’s Prob- 
lems and Tomorrow’s Possibilities in 
Building and Mortgage Financing” 
with MBA Washington Counsel Sam- 
uel E. Neel presiding. The panel group 
will reflect, the viewpoint of FHA, 
VA and HHFA as well as the life 
insurance company attitude, the build- 
er’s viewpoint and the general eco- 
nomic outlook. 

The panel will include Walter L. 
Greene, FHA Commissioner; T. B. 
King, director, VA Loan Guaranty 
Service; Alan E. Brockbank, presi- 
dent, National Association of Home 
Builders; Miles L. Colean, consulting 
economist, Washington, D. C.; G. D. 
Brooks, vice president, The National 


Life and Accident Insurance Com- 





167 Branch Offices 





Be Wi (7 ll / Ni Fi ORME. D on Borrowers 


USE 
RETAIL CREDIT COMPANY 
PERTINENT Reports 


Facilities for prompt URBAN and RURAL Reporting Anywhere 
in United States, Canada, Cuba and Mexico 
Write for Outline of FACILITIES in your Territory 


RETAIL CREDIT COMPANY : 90 Fairlie Street - Atlanta 1, Georgia 
Files on 24,000,000 persons 








pany, Nashville; Neal J. Hardy, as- 
sistant administrator, Housing and 
Home Finance Agency; Miles Colean, 
housing economist and author of 
MBA’s Washington Letter; Joseph R. 
Jones, vice president, Security-First 
National Bank, Los Angeles; and 
John F. Austin, Jr., president, The 
T. J. Bettes Company, Houston. The 
final listing on the convention pro- 
gram is the luncheon for members of 
the 1952-53 board of governors, re- 
gional vice presidents and officers. 

All in all, it looks as if it will be 
a highly interesting Convention. The 
weather should be good. Our hotel 
headquarters are among the best in 
the country. Everything combines to 
make it a meeting to eagerly antici- 
pate. 

But, then, there are always the 
questions of: Have you made your 
plans? Taken care of your hotel ac- 
commodations at the Conrad Hilton? 
Sent your advance registration to the 
MBA office in Chicago ($25 for mem- 
bers and $15 for ladies) ? 

Better check these right now be- 
cause the Convention will be right 
on you after Labor Day. 


EXPERIENCED 
MORTGAGE 
MAN 


The man we want has had 
experience in servicing FHA 
and VA Conventional mort- 
gage loans. He must be 
thoroughly familiar with 
collections, taxes, insurance 
and customer relations. He 
must be one who will place 
his job first and be capable 
of attaining results directly 
and with the least effort and 
expense. 





Location, Detroit. 





The position is permanent. 
Your reply confidential. Ad- 


dress Box 254, Mortgage 
Bankers Association of 
America, 111 West Wash- 
ington St., Chicago 2, Il. 
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THEY WILL SPEAK AT MBA MEET 


Walter L. Greene 


At the Chicago Convention, mort- 
gage men will have their first oppor- 
tunity to hear an address by Walter 
L. Greene since he became the new 
FHA Commissioner. He has partici- 
pated in MBA meetings in the past, 
the last such occasion being the 195i 
Washington Conference in January. 
M1 native of Kentucky 
and was later in banking in Florida, 


and after that with a mortgage and 


Greene is a 


real estate firm in Birmingham. He 
has been with FHA since 1934 and 
since 1937 in the Washington office. 


In 1945 he was named zone commis- 


sioner for 11 western states, Alaska 


Exhibit Will Be Larger 
Than Any Previous Show 


Just as the 59th annual convention 
will be the largest in MBA’s history, 


so will the 13th annual Exhibit of 
Building, Industry and Services be 
larger than any previous show. 


Nineteen nationally known companies 


Laurence F. Lee 


and Hawaii and since 1947 has been 
deputy commissioner. 

Laurence F. Lee, the new head of 
the Chamber of Commerce of the 
United States who will address the 
convention on Wednesday morning, 
is a native of New Mexico but has 
called Florida home for many years 

Jacksonville, in fact, home town of 
Brown H. Whatley, nominee for 
MBA president in 1952-53. He is 
president of the Peninsular Life In- 
surance Company of Jacksonville and 
of the Occidental Life Insurance 
Company in Raleigh, N. C. He has 
served as president of the American 


occupying 30 exhibit will be 
on hand for the convention. These 
will include all the leading bookkeep- 
ing machine companies, many of the 
principal prefab manufacturers, lead- 
ing appliance companies and others. 
The exhibit will be in the Normandie 
Lounge which is merely the east end 
of the mezzanine floor. Registration 
desk will be in this section and the 


spaces 





Alan E. Brockbank 


Life Convention and has been a mem- 
ber of President Truman’s Loyalty 
Review Board. 

Alan E. Brockbank, who heads the 
National Association of Home Build- 
ers, will address the Convention at 
its concluding session Thursday 
morning. He hails from Salt Lake 
City where he builds about 100 homes 
a year. He spent five years with 
FHA specializing in credit rating and 
appraising. He has headed NAHB’s 
legislative committee and is a direc- 
tor of Housing Securities, Inc., of 
New York. He is a mortgage-minded 
builder and understands lending. 


traffic to and from the general sessions 
will be through the exhibit. As the 
convention has been carefully planned 
to give members considerable free time, 
they will have more opportunity this 
year to inspect the exhibit than ever 
before—and they are going to need it 
because there is a great deal more to 
see than ever before. Plan to get in 
there early and often this year. 








LOUIS R. ARDOUIN 


(REALTY LOAN COMPANY) 


Since 1926 serving Mortgage Lenders in Southern California without loss to any investor 


MAY WE SO SERVE YOU? 


3750 WEST 54th STREET, LOS ANGELES 43, CALIFORNIA 
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G. D. Brooks T. B. King 





Leslie Forth J. R. Jones 


Lots of Worthwhile Things to Do and See When 
You’re in Chicago; Here Are a Few Suggestions 


JR MBA members, probably it 
isn’t necessary to suggest things to 
do and see in Chicago because a 
large majority of them have been in 
the nation’s second largest city many 
times and know what to expect. Al- 
most anything that appeals to anyone 
is available in the town. Those com- 
ing to the convention will get a copy 
of This Week in Chicago, which will 
be right up to the minute on what's 
going on. As of now, there are many 
attractions which can’t yet be re- 
ported in detail. But the notes below 
may help you plan your Convention 
trip and suggest some things you 
might want to do while in Chicago. 
SHOWS: There'll be a 
playing, among them Guys and Dolls. 
A block of seats for this show have 
been set aside for MBA members Sep- 
Prices are $5.50, $4.40, 


number 


tember 30. 


$3.80, $3.10, $2.50 and $1.85. Ad- 
dress Shubert Theater, mentioning 
that you’re one of the mortgage 


bankers. Also in Chicago during Con- 
vention time: Stalag 17 at the Er- 
langer, 1 Am a Camera at the Harris 
and Fourposter at the Blackstone, all 
Broadway successes. Expected to be 
playing but indefinite now: Jane, a 
Theater Guild show, The Constant 
Wife with Katherine Cornell and Gigi. 

BASEBALL: The White Sox play 
St. Louis at Comiskey Park on Sun- 
day, September 28—last game of the 
season if you’re in town in time for 
it. No Cubs games scheduled during 
Convention week. 

MUSIC: The summer music, the 
Grant Park Concerts and the Ravinia 
Festival, will have ended by Conven- 
tion week and the Symphony will 
not have gotten underway but some 
concerts will be offered. 

FUN: As for movies, night clubs 
and other entertainment, Chicago 


has a lot of it and it compares with 
any in the country. Your This Week 
in Chicago will give you a complete 
line-up of what’s in town and who 
headlines the various shows. 
CHURCHES: The church of your 
choice is not far from the Conrad 
Hilton. Among them are: 
ROMAN CATHOLIC: Holy 
Name Cathedral, State and Chicago, 
masses every hour from 5 a.m... . 
St. Peter’s, 816 S. Clark. . . . Old St. 
Mary’s, Wabash and 9th... . . As- 
sumption, Illinois and Orleans. 
PRESBYTERIAN: Second, 20th 
and Michigan. .. . Third, Ashland 
and Ogden. . . . Fourth, Michigan 
and Delaware. 
METHODIST: Chicago Temple, 
Clark and Washington. 
EPISCOPAL: St. James, Wabash 
and Huron, a church in which Abra- 
ham Lincoln once worshipped. . . . 
Ascension, Elm and La Salle. .. . 
St. Chrysostom’s, 1424 N. Dearborn. 
... Trinity, 125 E. 26th. 
LUTHERAN: First St. Paul, Mis- 
souri Synod, 1301 N. La Salle. .. . 
Wicker Park United Lutheran, 
Hoyne and Le Moyne. 





John F. Austin Neal J. Hardy 


vA 


» 





Geo. Dovenmuehle 


T. E. McDonald 


JEWISH ORTHODOX: Chicago 
Loop Orthodox Synagogue, 16 S. 
Clark. 

NONDENOMINATIONAL: 
Moody, North, Clark and La Salle. 

MUSEUMS: If you want to see 
some of the world’s best art, you can 
visit the Art Institute, Michigan and 
Adams, from 12 to 5. . . . The Chi- 
cago Historical Society has the finest 
historical collection in America, 1600 
north in Lincoln Park, 12:30 to 5:30 
p.m. ... Eight acres of exhibits show- 
ing the relation of science to industry 
are in the Museum of Science and 
Industry, Lake Front at 57th... . 
A new collection of fresh water fishes 
from the Middle West is the current 
feature at the Shedd Aquarium, 
Roosevelt Rd. and the lake front. 

. Ancient civilizations brought to 
the present at the Oriental Institute, 
1155 E. 58th... . Vast and fascinat- 








Protect Your Mortgage Investments 


wira a “BERKS TITLE” porscy 
BERKS TITLE INSURANCE COMPANY 


READING, PENNSYLVANIA 


AGENCIES THROUGHOUT 
PENNSYLVANIA ¢ DELAWARE 


BE SURE WITH BERKS TITLE INSURANCE 


¢ MARYLAND ¢ VIRGINIA 
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ing collections of exhibits illustrating 
everything from anthropology to zo- 
ology are in the Chicago Natural 
History Museum, Roosevelt and Field 
Drive. 

TOURS: To look around, the big 
tour is that of the city itself. One of 
the best is conducted all day by the 
Chicago Gray Line Sightseeing Co. 
You can take a long one, into almost 
every cranny of the city, or a short 
one. In either arrangements 
can be made by calling SEeley 8- 
2900. Another way to see the 
sights is by boat. The Diesel-powered 
yacht Wendella leaves the Michigan 
Av. bridge at the Wrigley Bldg. at 
1:30 p.m., 3:45 p.m. and again at 
7:54 p.m. for two-hour rides; $1.50 
for adults, 60c for children. (Can't 
guarantee the boat trips by Conven- 
tion time. 

FOOTBALL: Chicago Cardinals 
play the Washington Redskins (this 
is professional football) September 29 
at 8:30 p.m. at Comiskey Park. Tick- 
ets $4 and $3 at Chicago Cardinals 
Club, 511 Plymouth Court. 


set aside some for us so say you're a 


case, 


They’ve 


mortgage banker. 

SUGGESTIONS: A trip out to 
Chinatown, the picturesque com- 
munity at 22nd and Wentworth will 
prove fascinating. . . . the old-world- 
ish Maxwell St. Market around 
Maxwell and Halsted, is at its busiest 
on Sunday. Two world-famed 
zoos are Lincoln Park’s, and Brook- 
field, a 
see the city from on high, visit the 
top of the Board of Trade building. 


14 miles west of town. 


Servicing Emphasized 
in Convention Program 


Two of the convention sessions this 
year are devoted entirely to servicing 
and between them some of the most 
important problems in this side of our 
business will be authoritatively and 
fully examined. This should be an 
alert to MBA members to make plans 
now to include some personnel from 
their own servicing departments for 
attendance at this year’s convention. 
A full review of how the mortgage 
and accounting departments should 
function under today’s conditions, a 
consideration of hazard 
good customer relationship, how to 
handle delinquent accounts and other 
problems will be up for discussion. 


insurance, 


Here’s Program Session 
Where You’re a Speaker 


At every convention and practically 
every clinic which the Association has 
held in recent years, a session which 
all members have eagerly anticipated 
has been the one often referred to as 
when “the government people speak.” 
It has become traditional that a part 
of every meeting be devoted to that 
side of the business and in practi- 
cally all instances the top VA and 
FHA men have appeared. We have 
the same thing coming up at the 
Chicago convention. It’s the last thing 
on the program, that is Thursday 
morning, and “the government peo- 
ple” as well as a builder, life insur- 
ance executive and an economist will 
make this session more comprehensive 
than it has been before. This is the 
part of the convention program de- 
signed to provide a forum discussion 
of the practical, down-to-earth prob- 
lems of mortgage lending and invest- 
ing. So, keep in mind that whatever 
problems you may be thinking about 
will be discussed at this session. Actu- 
ally, while there are nine panel mem- 
bers, it is planned to devote most of 
the time to discussion. You are on 
this program just as much as the 
panel members are. 


>> SHOWS: Remembering the kind 
words spoken of the entertainment 
side of the Cleveland Convention of 
a few years ago, the man who ar- 
ranged it was again engaged to do 
it for the Chicago meeting this year. 
The show at the Wednesday night 
dinner will include five or six acts 
with Jack Herbert, well-known in the 
theatre, as master of ceremonies. 
Music will be by Burney Sharp and 


his orchestra which regularly plays 
at the principal hotels and night 
clubs of Chicago. The acts include 
the Marino Sisters, Norma Curry, 
singer; Rufe Davis, comedian; Aaron 
and Broderick’s “Opera in the 
Rough” and Curry, Byrd and Leroy, 
another interesting comedy act. 


>> THE LADIES: MBA Conven- 
tions have always attracted a delega- 
tion of wives but never quite like we 
had in San Francisco last year. Suc- 
cess of that meeting has given a lot 
of wives the Convention bug and 
they’re coming to Chicago this year 
in larger numbers than ever before. 
Of about 1,200 advance registrations 
in mid-August, 250 were for the 
ladies. 


>>TWO OTHER CONVEN- 
TIONS: MBA members who got to 
Chicago for the Republican and 
Democratic conventions are likely to 
take a look at the various rooms 
where we will be meeting and re- 
member with a sigh the events of 
July, 1952, when the Conrad Hilton 
Hotel looked as it had never looked 
before. The Ballroom was Sen. Taft’s 
headquarters, and the Normandie 
Lounge, where we have our exhibit, 
was first Eisenhower’s reception 
headquarters, then the same for Sen. 
Kerr. The assembly room where we’ll 
have some displays was Kefauver’s 
and all over the lower floors were 
the headquarters of others. The 
excitement and confusion in the head- 
quarters, however, were nothing com- 
pared to the parades and demonstra- 
tions. No other convention could 
recapture the tempo of the two at the 
Conrad Hilton this summer. MBA, 
with 2500 on hand will be lively—but 
not that lively! 


INVEST IN THE GROWING 
MID-SOUTH 


Conventional Loans Available 
Originating in 


Tulsa, Okla., Fort Smith and 
Texarkana, Ark., and Shreveport, La. 


REPUBLIC MORTGAGE CO., INC. 


C. LAUGHLIN, President 


19 N. 7th 


Phone 2-7233 


Fort Smith, Arkansas 
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Association Is Concluding One of Most Active 
Membership Years; Roster at New All Time High 


As the Association’s 1951-52 year 
draws to a close August 31, more than 
200 new members have already been 
admitted with the prospect that an 
important number of additional ap- 
plications will be approved before 
the end of the month. It has been 
one of the most active membership 
years in the Association’s history. 
Among the new members just ad- 
mitted is the Honolulu Trust Com- 
pany, second new member this year 
for Hawaii. 

New members admitted include: 

ARIZONA — Phoenix: First Federal 
Savings and Loan Association of Phoenix, 
30 West Adams Street, Joseph G. Rice, 
president. 

CALIFORNIA—Los Angeles: W. Ross 
Campbell Co., 712 S. Spring St., Clem C. 
Glass, vice president; San Bernardino: 
Land Title Company of San Bernardino, 


369 Court Street, B. L. Underwood, man- 
ager. 

GEORGIA — Atlanta: Starnes-Roberts 
Mortgage Company, 1610 Candler Bldg., 
Frank B. Roberts, president. 

ILLINOIS—Chicago: A. H. Gruetz- 
macher & Co., 39 So. LaSalle Street, G. F. 
Gerk, vice president; V. F. Mashek, 208 
South LaSalle St.; Sonnenschein Berkson 
Lautmann Levinson & Morse, 77 W. 
Washington St., Thomas Carlin. 

KANSAS—Wichita: Fidelity Title Com- 
pany, Inc., 129 North Market St., Frank 
Malone, Jr., president. 

LOUISIANA—Baton Rouge: J. B. Al- 
exander Insurance Agency, Inc., 303 Triad 
Bldg., J. B. Alexander, president; Shreve- 


port: Jackson B. Davis, attorney, 408 
Slattery Bldg. 
MASSACHUSETTS — Boston: John 


Hancock Mutual Life Insurance Company, 
200 Berkeley Street. 

MICHIGAN — Detroit: Fort Wayne 
Mortgage Co., 320 W. Fort St., F. E. 
Morrison, vice president. 

MISSISSIPPI — Jackson: Homestead 
Savings and Loan Association, 255 E. 
Pearl St., George J. Cain, Jr., president; 
Lamar Life Insurance Company, Jackson, 
Roderick S. Russ, Jr., Vice president. 

MISSOURI—Clayton: C. C. Ziegler, 
8133 Forsyth Blvd.; Kansas City: Postal 
Life and Casualty Insurance Company, 
4727 Wyandotte St., O. R. Jackson, presi- 
dent. 


NEW JERSEY—Newark: Central Cor- 
poration of Savings and Loan Associations, 
11 Hill Street, Warren Hill, assistant sec- 
retary -treasurer; Ridgefield: Ridgefield 
Park Trust Co., 200 Main St., Wm. P. 
Jewett, treasurer. 


NEW MEXICO — Albuquerque: New 
Mexico Title Company, 304 West Gold 
Ave., Ruth Hatch, president. 

PENNSYLVANIA—Philadelphia: Red- 
ding and Latimer, 1518 Walnut St., J. 
Harris Latimer; Wynnewood: Franklin 
Mortgage Company, Wynnewood Road, 
M. P. Claney, president. 

HAWAII—Honolulu: 


Honolulu Trust 


Company, Limited, 31 North King St., 
Peter A. Lee, president. 

TEXAS — Brownsville: Brownsville 
Federal Savings & Loan Association, P. O. 
Box 88, Worth Pettit, Jr., executive vice 
president; Dallas: Great American Reserve 
Insurance Company, 2020 Live Oak St., 
Earle E. Bailey, vice president; Houston: 
Ben G. McGuire & Company, 837 Bank- 
ers Mortgage Bldg. 

WASHINGTON—Seattle: Olympic Na- 
tional Life Insurance Company, Olympic 
National Bldg., Harry L. Shaw, vice pres- 
ident; Spokane: Rogers & Rogers, Inc., 
304 Hyde Bldg., Russell R. Rogers, pres- 
ident. 


Baltimore MBA Members 
Like Servicing Clinic 
Baltimore MBA is planning a sec- 


ond mortgage servicing clinic in Sep- 
tember, inspired by the success of its 








first such meeting in June. The Asso- 
ciation had not previously tried out a 
meeting limiting the topic material to 
servicing and was agreeably surprised 
at the interest shown. Topics were 
limited to three subjects—Handling 
delinquencies, conducted by George D. 
Stillson, The Moss-Rouse Company 
and C. Edgar Smith, Jr., Piper & 
Hill; Pass Books and receipts, con- 
ducted by J. Frank Duke, W. Burton 
Guy & Co. and Edward L. Bowen, 
The Title Guarantee Company; and 
Transfers and assumptions, conducted 
by Mrs. Elizabeth Sommers, Baltimore 
Federal Savings & Loan Association 
and Norman G. Williams, Provident 
Savings Bank. Fifty-five from 21 com- 
panies attended. George H. Schmidt, 
of the Title Guarantee Company, was 
clinic moderator and the Baltimore’s 
Servicing Committee, with J. Frank 
Duke, chairman, handled the arrange- 
ments. 


A conservatively-minded mortgage originator in the progressive State 
of Mississippi invites the consideration of investors in conservatively- 


made mortgage loans. 


KIMBROUGH INVESTMENT COMPANY 
FLOYD R. KIMBROUGH, President 


FHA APPROVED MORTGAGEE 
263 EAST PEARL STREET, JACKSON, MISS. TEL. 5-3445 








up-to-date office. 


M.B.A. Convention in Chicago. 


3140 Central Avenue 





W E CORDIALLY INVITE institutional investors interested in 
Florida’s West Coast to visit the Sunshine City and let us show 
you our Title II FHA originations. Available as individual mortgages 
or in blocks of $500,000. Dependable servicing facilities. Modern 


Write C. A. Williamson, Executive Vice-President or see us at the 


THE BUILDERS MORTGAGE CORPORATION 
FHA Approved Mortgagee 





St. Petersburg, Florida 
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HOW TO BECOME A 
MEMBER OF MBA 





At first glance this might appear to be about the most unnecessary article 
that could appear in these pages since practically all readers of The Mort- 
gage Banker are members of MBA, Actually, it is an article which every 
member should read. It concerns the process which precedes acceptance 
or rejection of every application, a procedure with which, it has become 
plain, not all members are familiar. This is understandable because sev- 


eral parts of this process are new. 


And while we are at it, we have re- 


peated some of the things which haven't changed, such as the different 


classifications of members and the eligibility features of each one. 


All 


this is important because the organization is growing and members gen- 
erally are displaying an excellent spirit of cooperation in suggesting new 
members. It will save alot of time — and in some cases some embarrass- 
ment—if members know exactly what it takes to become a member and 


the procedure employed in processing an applicant. 


As Chairman Hall 


has repeatedly stated this year, “the Association wants all the qualified 


members it can get.” 





Ow 
that way 


an MBA member get 


does 
) 


Time was—but it was quite a long 
when a member might give 
an application to another 
mortgage firm and say something like 
this: 

“Fill this out and let 
back so I can send it to the head- 
quarters in Chicago. Takes a little 
while but you’ll hear soon and get 


” 


time ago 
or send 


me have it 


your certificate ... 

Sounded simple; many 
MBA member firms it was just that. 
But probably most of them who have 
been members a long time have for- 
gotten that there was a procedure for 
joining and that it did take a little 
time. 


and for 


Actually becoming a member of 
MBA was never quite as simple as 
that. 
carefully scrutinized and the applicant 
methodically Unbiased 
reports from agencies supplying busi- 
information 


Applications have always been 
investigated. 
ness have been secured. 
And, in the end, each application has 
gone to the board of governors for 
final approval. 

But today the procedure is more 
thorough. Affiliation has become con- 
siderably less sirmple. It takes longer, 


there is more investigation, a more 
careful review of type and character 
of business and institution is involved 
and there are many more people di- 
rectly concerned. 

This might seem as if the member- 
ship activity has become just the re- 
verse of streamlining, that it’s bur- 
dened with red tape. In a sense, that 
may be true because a lot of addi- 
tional work and a great amount of 
time has been added to the process of 
joining the Association. But, if one of 
the principal objectives of the organi- 
zation is to keep MBA truly represen- 
tative of mortgage lending and invest- 
ing, then certainly the added work is 
well justified. 

In recent years the Association has 
experienced a rather phenomenal 
growth—and it would have been con- 
siderably more phenomenal had every 
application presented been accepted. 
Considerable emphasis has _ been 
placed on adding new members not 
because size was the chief objective 
but because it was valuable to have 
an organization as fully representative 
as possible. 

It may be—and the Association’s 
1951-52 officers and Membership 
Chairman John C. Hall are sure it is 

that the average member probably 
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isn’t as familiar as he should be with 
just who is qualified for membership, 
who isn’t, the reason one institution 
may be accepted and another re- 
jected. Certainly not all members 
are familiar with the precise pro- 
cedure now being employed. It would 
be a good thing if every member 
would carefully consider just what 
happens when an application is re- 
ceived. It goes something like this: 


The day the application is received, 
whether through a membership com- 
mittee man or unsolicited, it is ac- 
knowledged and a credit report 
ordered. Then “circularization” be- 
gins—and this is just a term describ- 
ing the presentation of the applicant’s 
name to all members in his commu- 
nity advising that he has applied for 
membership and that an opinion is 
requested. In this way those members 
most familiar with the applicant’s 
background, type of business done, 
etc., are given an opportunity to ex- 
press whatever knowledge they have 
of the applicant. 

A waiting period of ten days fol- 
lows and at the end of this time all 
comments from members are collected 
and passed along to members of the 
Membership Qualifications Commit- 
tee. This is a group of five which 


carefully reviews every application. 
During the year now closing it has 
consisted of Homer C. Bastian, Wich- 
ita; Earl Linn, Des Moines; H. B. 
Moffitt, Oklahoma City; Joseph M. 
Miller, New Orleans and Frank Bell, 
Washington, D. C. There is no “dead- 
line” for securing reports from this 
committee because it is mandatory 
that each one must pass on every 
application; but as a practical matter 
replies from all are expected within 
ten days. A majority vote on each 
individual application determines 
whether or not the application will be 
submitted to the board of governors 
and regional vice presidents. 


If an applicant is rejected by the 
Membership Qualifications Commit- 
tee, he is so advised; but if approved, 
his name is then placed on the next 
ballot to go to all members of the 
board of governors and regional vice 
presidents. Then ensues another wait- 
ing period of fifteen days during 
which time all are expected to vote 
on each individual application. Three 
negative votes mean rejection. 

Thus, it is clear that any applica- 
tion takes considerable time to process 
but receives scrutiny from all mem- 
bers of the board as well as those 
members in the applicant’s home 
community. 

MBA is in some respects unique in 
that it represents a variety of lend- 
ing and investing interests; thus, there 
are several classes of members, three 
to be exact — regular, limited and 
associate. 

Qualifications are: 
>> Regular Members shall be se- 
lected from: 1. Mortgage bankers 
(individual and corporate), whose 
principal business, or an important 
part thereof, is the originating, financ- 
ing, closing, selling and servicing of 
mortgage loans on real estate; 2. In- 
surance companies (life, fire, and 
casualty) ; 3. Banks (commercial and 
savings; and trust companies) ; 4. Ab- 
stract and title insurance companies. 
>> Limited Members shall be selected 
from: 1. Persons, firms or corpora- 
tions eligible for regular membership, 
but who do not desire to have and 
exercise the right to vote or hold 
office in the corporation; 2. Persons, 
firms or corporations whose principal 
business is that of mortgage broker, 


the term “mortgage broker” being 


defined as one who acts as broker 
between an originating mortgage loan 
correspondent and an investor in 
mortgages, but who does not service 
mortgage loans or purchase the same 
for his own portfolio. 


2» Associate members shall be se- 
lected from: 1. Branch managers and 
employees of individuals and corpo- 
rations holding regular membership; 
2. Colleges and other institutions, 
trust estates, public or private invest- 
ment funds, building and loan and 
savings and loan associations, invest- 
ing in first liens on real estate for their 
own portfolio; which are in accord 
with the aims, objects and standards 
of Mortgage Bankers Association of 
America and regarding whom the ap- 
propriate committee of Mortgage 
Bankers Association of America in- 
dicates during each fiscal year a will- 
ingness to consider for associate mem- 
pership. 

>> Limited members and associate 
members shall have no right to vote 
or to hold office; the right to vote and 








to hold office being restricted to regu- 
lar members. 

The MBA dues schedule likewise 
recognizes the various classifications: 

Dues of Regular Members: Mem- 
bership dues for each regular member 
shall be $75 per year, except that as 
to any regular member who at the 
beginning of the fiscal year holds in 
its portfolio, or is servicing, mortgages 
aggregating in excess of $4,000,000, 
the annual dues for such member 
shall be $120.00. 

Dues of Limited Members: Mem- 
bership dues for each limited member 
shall be $75 per year, except that as 
to any limited member who at the 
beginning of the fiscal year holds in 
its portfolio, or is servicing, mortgages 
aggregating in excess of $4,000,000, 
or who being a mortgage broker had 
sales during the prior fiscal year in 
excess of $4,000,000, the annual dues 
for such member shall be $120.00. 

Dues of Associate Members: Mem- 
bership dues for each associate mem- 
ber shall be $50 per year. 
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YORK MORTGAGE RECORDS’ 


With SINGLE DEBIT, the servicer does more work... 

with SINGLE DEBIT and SINGLE CREDIT, both the 

servicer and investor do less work. 

SINGLE CREDIT eliminates ALL detailed checking for 

the SINGLE DEBIT investor, and eliminates detailed 
journals, remittance reports, and 


TABUL 


P.O 


10x 45 YORK 





> WS 


NEW ADVANTAGE PAYS OFF! 


machine or hand-posted ledgers for the servicer. 
Yes, YORK MORTGAGE RECORDS will SAVE MONEY 
for YOU! 


Be sure and see our representatives at the M.B.A. 
Convention or write today for further information. 


INCORPORATED 


PENNSYLVANIA 


ATING SERVICE 
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OTHER MBAs 











E. P. Bennett, Jr., has been elected 
president of the Dallas MBA to suc- 
ceed Everett Mattson. A. A. Aber- 
nathy was elected vice president and 
J. Herman Little was re-elected sec- 
retary-treasurer 

Walter J. L. Ray, one time presi- 
Detroit MBA and 
cently president of U. S. Savings & 
heads Kiwanis 


dent of more re- 


Loan League, now 
International. 

Hot weather brings out outings of 
local mortgage associations all over 
the country and there was hardly a 
group that didn’t have one. Among 
them, the Birmingham MBA, and for 
this barbecue for 


group it was a 





150 


and guests. 
Temperature that day was 106 so 
members had to forego soft ball and 


around members 


and take to more leisurely ac- 
tivities. 

Not too hot in Birmingham to eat 
the barbecue Thurlow 
Guinn of Liberty National Life In- 
surance Company gives Louie Reese, 
Louie Reese & Co. and president, 
Birmingham MBA, a piece right off 
the fire. Center, that’s Albert L. 
(Hog) Mills, chairman of the outing 
committee. (The “Hog” was the way 
our Birmingham correspondent sent 
it in). Mills’ committee consisted of 
Robert Cotton, John C. Hall, Jr., 
and Maclin Smith, Jr. 


golf 


(see above). 


WHAT LOW RATES HAVE DONE 
(Continued from page 19 

I do not believe that savings insti- 

tutions can afford to go into a form 

of Rip Van Winkle sleep against the 

return of the day when the interest 


rate may be free again and the tradi- 
tional outlets may be a more reward- 
ing source of earnings for savings 
institutions. My fear is that by thus 
passively waiting for the restoration 
of the old regime, savings institutions 
may lose their trade to more flexible, 
more adaptable, more responsive 
trustees of the public’s savings. 


I have brought my own thinking 
to the point where I believe that a 
modest addition of common and pre- 
ferred stocks to a savings bank’s in- 
vestment portfolio can give a lift to 
earnings without bringing safety of 
principal into jeopardy, and so help 
the institution to do its job better. 

For me the determining considera- 
tion is the fact that the market for 
equities is the one sector of the whole 
investment front where government 
controls have not depressed the earn- 
ing power of money nor interfered 
with the supply of available invest- 
ments. The Treasury has not found 
it necessary to do to stocks what it 
did to bonds, namely, lower yields as 
a means of reducing the cost of money 
to itself. Nor have Congress and the 
governmental agencies driven down 
stock yields to influence economic ac- 
tivity or bring benefits to special 
groups, as they have done in mortgage 
financing. 

I would be most reluctant to shift 
even slightly from the seasoned real 
estate mortgage-high-grade bond in- 
vestment outlets if their value as 
producers of earnings were not being 
impaired. Stocks can help to make 
up for some of this loss of earning 
power. This fact is cardinal: You 
can’t have a healthy savings system 
unless you are able to reward the 
savers. 


Big Cut for Gl and FHA 
Life Company Purchases 


Life insurance company purchases 
of VA loans first six months this year 
were down drastically from the same 
period a year ago, amounting to only 
$271,000,000 as against $784,000,000 
in the first half of 1951. FHA pur- 
chases were also off but not as sharply, 
amounting to $420,000,000 as against 
$583,000,000 the first six months of 
1951. For the first six months there 
wasn’t a single VA farm mortgage 
purchased by the life companies—at 
least, that’s according to the study of 
the Institute of Life Insurance. In 
the first half of 1951, these companies 
purchased about $3,000,000 of these 
new loans. Acquisitions of other farm 
mortgages totaled $206,000,000, down 
slightly from the $249,000,000 a year 
ago. 

New mortgages acquired by the life 
companies up to June 30 amounted 
to $1,973,000,000, a decline from a 
year ago, but more than in any first 
half prior to 1950. Aggregate mort- 
gage holdings on June 30 were $20,- 
335,000,000, a rise of more than 
$1,000,000,000 since the start of the 
year. 

Total acquisitions of all securities 
and mortgages in the first six months 
of this year were $6,908,000,000, a 
decline of 36 per cent from a year 
ago. However, holdings in these cate- 
gories increased more than last year, 
indicating a reduction in maturities 
and replacements. 

The largest block of life insurance 
policy funds invested during the first 
half of this year went into bonds of 
corporations, financing industry to the 
extent of $2,422,000,000. 





HARTFORD 
CONNECTICUT 


234 MIDDLE ST. 





WE ORIGINATE & PURCHASE LOANS 
IN NEW ENGLAND STATES 


Now Placing FHA-VA and Conventional Loans 


WE MAINTAIN OFFICES IN 


PROVIDENCE 
RHODE ISLAND 


HOME OFFICE 


CLIFFORD L. SWAN CO., INC. 


BURLINGTON 
VERMONT 


PORTLAND, MAINE 
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* YMAC * 


The monthly department devoted to the plans, 
activities and expressions of opinion within 
MBA’s Young Men’s Activities Committee 


CECIL LAUGHLIN, Director 








YMAC’s CONVENTION PLANS 


By THOMAS E. McDONALD 
YMAC Chairman and MBA Director of Servicing and Accounting 


HE Young Mortgage Bankers have 

finally been recognized as a group 
having an important stake in the 
mortgage banking industry. YMAC 
—the Young Men’s Activities Com- 
mittee of MBA—received its initial 
impetus from the Washington Con- 
ference held last January. To a lesset 
degree I have promoted interest in 
this organization by holding meetings 
with young men in several of the 
larger cities in the United States. For 
instance, we had an invigorating meet- 
ing during a breakfast for the young 
men at the Pacific Northwest Clinic 
in Seattle. They expressed the opinion 
that the large expense of traveling 
to other parts of the country restricted 
their activity in YMAC. We dis- 
cussed the advisability of their form- 
ing a local group so as to become 
better acquainted among themselves 
in the Northwest area. They hope to 
play a more active part and take a 
greater participation in local MBA 
meetings. They inquired if the new 
Chairman of YMAC would appoint 
a sub-chairman to supervise and re- 
port on the activities of the young 
men on the West Coast. In short, 
we were very enthusiastic about the 
future role of young men in MBA. 

For the first time in MBA history, 
the young men will be given recogni- 
tion at a National Convention. A 
Dutch-treat cocktail party will be held 
for the young men on Monday eve- 
ning, from 5 to 7 p.m. in the Towers 
of the Conrad Hilton. At this func- 
tion the young men will have an 
opportunity to meet each other and 
to become better acquainted with 
members of the board of governors 
and other executives who will be in- 


vited. Members of YMAC will wear 





a ribbon attached to their name plate 
and which will be designated as 
“host.” Kindly make yourself known 
to them for they will introduce you to 
those men you would like to meet. 
Because this is a Dutch-treat cocktail 
party, please don’t misconstrue their 
role as host; their sole function is to 
meet you and introduce you to others. 
We expect a large turnout and will 
be looking forward to seeing you at 
the Conrad Hilton. 


DRIVE-INS 
(Continued from page 13) 
based on standards adopted in recent 
months. We can’t subscribe to it. 

Most loans follow the standard pay- 
ment pattern but with 20 year loans 
some investors wish to accelerate prin- 
cipal payments during early years of 
the loan, if possible, from income. 
This plan has merit and can be used 
to knock the top off a full loan to 
the mutual advantage of both bor- 
rower and lender. In such cases extra 
payments on principal are obtained 
such as 50 per cent of amount paid as 
excess rent under percentage clauses 
or, a portion of net income after debt 
service, taxes, expense and income tax 

these special payments being made 
until the loan is reduced 25 to 40 
per cent. 

It has been interesting to observe 
that the owner of a successful drive- 
in is not able to rest long on his 
laurels. Good business volume stimu- 
lates among the tenants a strong urge 
to expand. We have made loan in- 
creases for this purpose where avail- 
able land area made such expansion 
possible. The probable need for ex- 
pansion space is another good reason 
for large land area. 





This expansion problem sometimes 
can be handled by re-arrangement of 
existing tenants—a program easily 
followed if the owner is not required 
to make long leases with secondary 
and miscellaneous tenants. 

In general we note a tendency on 
the part of investors to be more firm 
in requiring adequate parking area. 
We believe this is good underwriting. 

We find some key tenants pushing 
hard for a straight percentage lease 
or a lease with a very low minimum. 
If they are successful in their efforts 
it will place additional burdens on the 
loan analysts and will soon result in 
a complete market survey being re- 
quired to support projected income. 

As a backlog of experience with 
loans on drive-ins is accumulated, 
more companies will consider them 
acceptable security for loans and soon 
the interest rate differential between 
the central business district and drive- 
ins will be narrowed. 


Real Estate Purchases 
Life Companies Are Up 


Life companies increased their in- 
vestment in commercial and industrial 
real estate during the first half of this 
year, acquisitions of $99,000,000 bring- 
ing the mid-year holdings of this type 
to $905,000,000, the Institute of Life 
Insurance reports. 





PERSONNEL 


In answering advertisements in this column, 
address letters to box number shown in care of 
the Mortgage Bankers Association of America, 
111 West Washington Street, Chicago 2, Illinois. 











MORTGAGE MAN WANTED 


Life insurance company interested in 
securing services of man qualified by train- 
ing and experience to supervise production 
activities of a geographical area. Must be 
particularly qualified in conventional loan 
underwriting and property appraisals. 
Working knowledge of FHA and VA pro- 
cedure necessary. Interested applicant 
should submit picture with detailed resumé 
of experience and salary range desired. 
Prefer man in late thirties. Write Box 252. 


MORTGAGE EXECUTIVE 
AVAILABLE 

Over twenty years’ experience in all 
phases of real estate and mortgage financ- 
ing. With large insurance company for 
eleven years. As correspondent, originated 
and processed conventional, FHA and GI 
loans. Organized servicing department. 
Will locate anywhere. Present organization 
has knowledge of this advertisement. Ad- 
dress Box 255. 
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Are You Satisfied with 
Your NET Servicing Income? 


What is it costing you to service a loan? Has your volume increased to the extent 
that your system may be antiquated? Is it sufficiently mechanized? Is your equipment well 
adapted to your operation and 
are you using it to its fullest 
extent? Are there delays in 
completing the work on time 
delays that are proving costly? 
In short, are you satisfied with 
the net income from your 
servicing department? 


You may well have satisfac- 
tory answers to these questions ; 
but, if your servicing isn’t func- 
tioning as efficiently and eco- 
nomically as it should, do you 
know the reasons why? If you 
don’t, then it would certainly 
be good business to find these 
reasons—and take the neces- 
sary action indicated. Because 
for you and every mortgage 
lender your servicing income is 
more important than it has 
ever been before. 





MBA’s Servicing and Accounting division is organized to perform this service for you, in your own office, 


time convenient to This department is headed by 


staff, at a you. 


by consultation with your own 
Thomas E. McDonald, CPA, 
who during the past ten months, 
has consulted with 13 banks, 25 
life insurance companies, 9 title 
and 85 mortgage 
firms. Because this service has 
been in such great demand an 
additional staff member has been 
W. James Metz 


These men having inspected 
and analyzed servicing systems 
in all types of loan offices 
throughout the country, are com- 
pletely familiar with every inno- 


-— ITINERARIES FOR COMING MONTHS — 
NOW BEING PREPARED 


Consultations, which are on per day fee basis, cannot always 
be arranged as soon as the request is made. Of necessity, they 
must be grouped together sectionally to secure the most 
advantageous use of staff members’ time. Average consulta- 
tion over the past two years (covering more than 200 firms 
and 165,000 miles of travel) has been about 13%4 days. How- 
ever, they are prepared, if your needs require, to give you as 
much time as you wish. 


companies, 


added 


vation and trend in mortgage a wv: 

accounting and servicing. They So, if you need help in your servicing and want the advice 
are prepared to analyze you and counsel of those who are better informed on this phase 
operation—regardless of size of the mortgage operation than any others in the country, 


suggesting the installation of the write now to George H. Patterson, Secretary-Treasurer, 





most modern cost-saving meth- 
ods in servicing in addition to 
pointing out any possible defi- 
ciencies and wasteful procedures 
in your present operation. 





Mortgage Bankers Association of America, 111 West Washing- 
ton Street, Chicago, so that your request may be coordinated 
into the itineraries now being prepared for the coming months. 
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Pease-Fabricated Home Plan No. 18 











BUILT TO 


Permanent, long-lasting PEASE-FABRICATED HOMES 
have found enthusiastic acceptance among mortgage investors all over the Nation— 
because PEASE-FABRICATED HOMES are built to last. Only the best building materials, 
expertly selected and inspected, are incorporated in each home. Pease carefully-engi- 
neered prefabrication, following time-proven building methods, produces a home of 
maximum strength and uniformity of construction—a stronger, sturdier home than 
can be built for the same price by traditional on-site building methods. 
PEASE-FABRICATED HOMES are designed by top-flight architects, incorporate 
many quality features to assure sustained buyer-appeal and salability. All this adds up to 
greater insurance for your mortgage—and a wiser investment! 


PEASE -FABRICATED HOMES 
.-. @ better investment for the mortgage dollar. 


For full information write for Pease Pricer to: 
PEASE WOODWORK COMPANY 
ROOM 931 
CINCINNATI 23, OHIO 


**In Business in Cincinnati Since 1893” 





TITLE INSURANCE 


For the Real Estate Owner 
and Mortgage Banker 


A Policy of Title Insurance, in addition to its pro- 


tection against title losses, facilitates the sale and 
transfer of Real Estate and Real Estate Mortgages. 


The Company is Licensed in the Following States: 
Alabama Mississippi 


Arkansas Missouri 
Colorado Montana 
Delaware Nebraska 
Florida Tennessee 
Georgia Texas 
Indiana Utah 
Kansas Wisconsin 
Louisiana Wyoming 
and in the 
Territory of Alaska 


MARYLAND—KANSAS CITY TITLE INSURANCE CO., INC., OF MARY- 
LAND (a Maryland Corporation), 21 South Calvert St., Baltimore, Mary- 
land, a wholly owned subsidiary of our Company, issues policies covering 
properties in Maryland, and all of such policies of said Maryland corpora- 
tion are wholly reinsured by our Company by endorsement upon each 
policy. 





Issuing Agents in most principal cities—Escrow Services 


Furnished by our Home Office and by all Issuing Agents. 


KANSAS CITY TITLE INSURANCE COMPANY 


Capital, Surplus and Reserves over $2,700,000.00 
Title Bldg., 112 East 10th St. Kansas City 6, Mo. HArrison 5040 





